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Vacation—Freedom from a Duty 


When it is difficult to arrange for a vacation 
of two weeks, because continuous and pressing 
affairs demand continuous attention, the wise 
man appoints a temporary successor who prevents 
the vacation from inflicting a financial loss. 


It is not always possible to appoint a successor 
when absence from pressing duties becomes per- 
manent. It is possible, however, but in only one 
way, to prevent permanent absence from inflicting 
disastrous financial loss upon heirs. 


If a successor is advisable during vacation, 
then life insurance alone is the essential protecting 
substitute when a man leaves dependents. 





The Franklin Life Insurance Company 
SPRINGFIELD, ILLINOIS 


Registered Policies Low Rates 


























“Bringing In the Sheaves” 


E tremendous advance in prices for corn and wheat in the last 
six weeks has given the farmer a new heart. He is coming into 
his own, and will soon be “Bringing in the Sheaves.” 


The Peoples Life is glad to see the farmer getting his rightful share. 
He will be able to do bigger and better things. He can soon buy 
the protection for his family and loved ones that he has wanted, but 
could not afford. Are you equipped to give him the most for his 
money? Are you able to sell him a policy so sound and so satis- 
factory that he will regard you as his insurance counsellor? 


Peoples Life agents are doing it. They are also “Bringing in the 
Sheaves.” 





PEOPLE’S LIFE BUILDING 


| Chicago, Illinois 


A. E. Sullivan M. J. Higgins Henry Lichtig 


State S Indi State Supt. Illinois 
$866 Lowell Ave. General Agent Room 304 People’s Life Bldg. 


Indianapolis, Indiana Chicago Chicago 


















































Continental Casualty Company 


YOU WILL BE SURPRISED 


if you will take a minute and look over our record. 
Unusual mortality savings, high interest earnings, 
low net cost and a high-grade agency force are a 
few of the outstanding qualities that determine the 
general character of our business. 





Ideal General Agency contracts are now avail- 
able in the following cities: 


Non-Cancellable 


MICHIGAN INDIANA PENNSYLVANIA 
Saginaw Indianapolis Scranton Disability Insurance 
Battle Creek Fort Wayne Johnstown 
Grand Rapids South Bend Philadelphia 


Makes an instant appeal to the high 
grade business and professional man. 


Sells easier and quicker than Life 
Insurance. 


The Midland 
Mutual Life 


Address 
Service Department 











‘Its Performances Exceed are 

| Its Promises” 910 S. Michigan Avenue 
i Columbus, Ohio Chicago, Illinois 
Over $62,500,000.00 in force For full details 
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EFFECT OF POLITICS! 
ON LIFE INSURANCE 





Some Believe Uncertainties of 
Presidential Race Are Causing 
Decrease in Premiums 


BUSINESS NOT BOOMING 





Thought LaFollette May Be Something 
of Factor in Selection of Presi- 
dential Candidate 





NEW YORK, 
many underwriters who believe that the 
the 


Aug. 20.—There are 


uncertainties surrounding coming 
presidential election are having a more 
or less noticeable effect upon business 
According to tradition, presidential year 
is not so good, from a business stand- 


point, as other years in which presiden- 


tial elections are not held. The belief, 
which has been passed down trom one 
generation to another, is that business 
men and investment capital are wary 
during a presidential year, until after 
the election has been held. There is 


often no expansion or forward move- 
ment to be observed in business during 
the presidential year until either the Re- 
publican or Democratic party is actually 
voted into office. 


Statistics Contrary to Tradition 


Newspapers, advertising agencies, 
chambers of commerce, boosters’ clubs 
and various business organizations have 
been busy this year submitting statistics 
to prove that during many presidential 
years there has been great prosperity. 
The Chicago Tribune recently published 
an article tending to prove that there 
has been what could properly be termed 
a financial depression during only three 
presidential vears. Big business 
labored considerably during the first six 
months of this year to convince people 
generally that there is no good reasor 
there should be a decline in busi 
ness during a presidential year. 

In spite of this, insurance men recog 
nize that business is not in such a healthy 
condition as it should be, and that thers 
now seems to be but little hope that it 
will improve before the election in the 
fall. There is some reason to wond 


has 


why 


ier at 
this, particularly in view of the fact that 
hoth the Republican and Democratic 
candidates are conservative men without 
lical tendencies and known to be fav 
big business properly con 





rable to 
du ted 


Doubt Regarding LaFollette 
regarding 


LaFollette of 


f 
I 
j 
i 


But the doubt arises 
gth that Senator 
Wisconsin may be able to muster, an 


influence be able to 


that he may 
exert in the coming campaign. It has 
een pointed out repeatedly that Mr 
LaFollette will quite probably carry 


Minnesota, Wisconsin, the two Dakotas, 
Montana and possibly other agricultural 
He is certain, however, of car- 

g the states in the near northwest 
1ay be that by winning these states 


States 





FARMERS TO HAVE PLENTY OF MONEY THIS 
~ FALL;.MEANS MORE INSURANCE BUSINESS 


ARMERS are going to have plenty 
Fe money this fall. Kansas bank de 

posits have already increased $20, 
000,000. Country bankers are already in 
the eastern money market as buyers in- 
stead of peddlers of securities. 

The huge price for corn has 
meant for farmers, 
had old corn on hand. “Soft” corn can 
not be marketed, but it can be fed 
the farm. Thus the partial corn failure 
does not mean depression. The shortage 
of hard corn the other 
grains. 


already 


cash because they 


on 


raises prices ol 


Big Money Year for Farmers 


It is likely that 1924 will be the big 
gest money year the farmers ever had 
Certainly the chances are big for the 


largest net proft. 


Insurance companies and agents 
should be awake to the new conditions 
Notes can now be collected. New busi 
ness can be written. 

The reversal has come suddenly. As 


was natural, the older political parties 
were worried about the tarmer vote, be- 
cause hard-up farmers are always radi 


cal. Now the election has less effect 
as a business factor. People are not 
to himself that he may prevent either 


Mr. Coolidge or Mr. Davis from obtait 


ing the majority required to elect 
What May Happen 
lf this happens the selection of a 


candidate will pass from the electoral 
college to Congress. Should this situ 
ation arise it is known that Mr. LaFol- 


lette feels quite contident of being able 
to become quite a factor in the 
»y Congress of a president. No one be 


selection 


lieves that Mr. LaFollette can attract 
enough votes to himself to win the elec 
tion in the regular way through the 
electoral college, but, if he gains suf 
ficient strength to swing a fairly heavy 
vote in his direction it will make it im- 


possible for either of the candidates of 
the two regular parties to obtain the 
required majority 

May Not Get Big Vote 


There is some doubt as to the ability 
of Mr. LaFollette to bring out the heavy 
vote that are already attributing 
to him, but Republicans and Democrats 
were made rather uncomfortable last 
week by the pledge of the American 
Federation of Labor to support LaFol- 
lette rather than either Coolidge or 
Davis. Now that it seems very possible 
that Mr. LaFollette may play more of 
a part in the coming election than was 
at first expected it is perhaps true that 
and bankers are 
little more c 


some 


business concerns 


big 
becoming a 


nservative 


their operations 
Has Ekern as Ally 
While Mr. LaFollette has never men 
tioned the insurance business in any ol 
his campaign speeches, one of his 


strongest henchmen is Herman L. 


Ekern, attorney-general of Wisconsin. 
Mr. Ekern’s strong leanings toward 
state insurance and the government in 
the insurance business are well known 


Senator LaFollette has now reached 


talking politics. A presidential year al- 
Ways means a slowing down until busi- 


ness men can size up the situation 
There is no longer any hesitation, but 
there will be some slow starters. This 


year complaints of hard times are inter 
rupted in the middle. 


Means Prosperity for Cities 


The big farm market means prosper 


ity tor the cities. Buying power on the 
farms will start the tactories and mer 
cantile interests at high speed rhe 


turn in the employment situation began 
a couple of weeks ago. Unemployment 
figures, which had quietly grown to a 
rather high point, showed a slight de- 
crease. This shows that factories 
have already caught the tone ol 
the 


some 
cheery 
market 
Insurance men 
ready. A runner 
10% ted” poor 
Agents who are 
tomers have no 
new look around 
true. The best 


should be equally 

who is “caught flat 
chance in the race 
convinced their cus 
money should take a 
and see if it is still 
incentive to enthusiast 
work is the prospect of Agents 
who have been loafing the theory 
that business was dull anyhow should 
“snap out of it” and get going 


has a 


success 


on 


60 years of age, and it is generally 


recognized that he is making his last 


great political fight lf he should be 
unsuccessiul he may be counted out of 
the political arena so far as future cam- 
paigns are concerned 
Considerable Unrest Is Seen 
Without taking an alarmist's view of 


situation business men realize that 
there is no little unrest throughout the 
middle west Farmers been hit 
hard. They are in a discontent 
While the for agricultural com- 
modities have risen recently this upward 
tendency of the market has not removed 
the sting of several years of privation 
and hardship. Mr. LaFollette’s plat 
torm, while regarded by politicians as a 
catch-all, nevertheless makes an appeal 
to those farmers in the middle west who 


the 


have 
State ot 


prices 


have been wrestling with difficult living 
conditions. There can be no doubt that 
as the campaign comes on Mr. LaFol 


lette will make some definite promises 
and outline a specific program of action 


which will attract something of a vote 
lf LaFollette were out of the field and 
it were a race between Coolidge and 
Davis business men would not be faced 


by any doubt. They would be perfe ctly 
that either candidate would do 
little or nothing to upset the course of 
But with LaFollette loom 
ing larger on the political horizon there 
is a doubt in the minds of a growing 
number of business men 

Whether this political influence on the 
insurance as it might be called, 
will be more or factor as the 
presidential campaign progresses 1s now 
uncertain. If LaFollette appears to gain 
strength the doubt in the minds of the 
business men will grow If his impor- 
tance wanes and it begins to be apparent 
that it is to be a race between Coolidge 
and Davis, business will unquestionably 
be stimulated 


certam 


commerce 


business, 


less ot a 


MUCH INTEREST IN 
MORTALITY SURVEY 


E. B. Nathan, a British Actuary, 
Has Made an 


Into Causes of Death 


Investigation 


AGE 


EFFECT OF IS SEEN 


Ratio Is Found to Be Proportionately 
Higher With Males When Com- 
pared With Females 


LONDON, ENG., Aug. 6 The Ite 
issurance company's actuary concerns 
himselt the course of his work with 
the number of people who die and not 
with the death causation Cheretore the 
novelty ot some caretul research work 
done by a British actuary, Eric B. Na- 
than, has aroused considerable interest 
in Britain, an interest which has not 
been contined to the insurance profes 
sion but has overspread that boundary 
to embrace medical men, political econ 
omists, publicists and others 


Analysis of Mortality 


Mr. Nathan has for some time been 
devoting his attention to the analysis 
of mortality due to certain enumerated 
diseases in England and Wales and he 
recently disclosed the results he had 
obtained in a paper read at a meeting 
ot the Faculty of Actuaries in Edin- 
burgh He worked upon the 1911 cen 
sus for England and Wales in conjunc 
tion with the deaths registered during 
1911 ind 1912 Naturally the conclu 
sions arrived at are dependent for their 
rehability on the degree of correctness 
with which doctors diagnose the cause 
ot death It would seem that there is 
some field for the vitiation of the sta 
tistics here where a person has died 
from a combination of two or more ail 


ments 


Few Diseases Are Covered 
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Conclusions About Cancer 


ble t 
onclusions 
which 
thought to be rapidly on the 
nited Kingdom He 
firmation of _ the 
that the incidence of cancer 1s 
women than in men—and this 
hat this is so is due to the 
fact that this often attacks 
organs of their inclusive of the 
breast Cancer in the 
body is more often fatal men 
than amongst womer men 
and women the rate 
increases rapidly to 70 


wasa arrive at some 
regarding can 
commonly 
increase mn 
found 


accepted 


con- 


gene rally 


ages 
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sex 

other organs of 
amongst 
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cancer 


with age 
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From thence there is a slowing 


years. 

down of the rate of increase until the 
age of 77 is reached, after which the 
mortality decreases Cancer of the 
stomach is the most fatal form of the 


disease with men, and from the age of 
35 is much more frequently met with in 
men than it is in women. Cancer ot 
the stomach mortality increases rapidly 
with age to 65 years; from thence to 
70, less rapidly, whilst, after it di- 
minishes very consider ably as the age 
increases. 
Pulmonary Ailments 


40, 


Of the total deaths of males between 
the ages of 20 and 35, more than one- 
third are due to pulmonary tuberculosis, 
whilst the proportion of females dying 
from this disease during the ages of 15 
and 30 is about the same. For the ages 
35 to 55 the ratio of mortality remains 
high though the male mortality curve 
ascends much more rapidly, being twice 
that of the female at age 53. From 
thence onwards the male curve drops 
continuously until it meets the female 
curve again at 80 years, The somewhat 
unexpected fact demonstrated that 
consumption of the lungs is a frequent 
cause of death in the aged. 

Diseases connected with the heart are 
those which, according to Mr. Nathan, 
demonstrate clearly the superior vital- 
ity of women over men. In early days 
—up to the age of 30—there are more 
female deaths than male from = such 
cause, but at age 30 the male curve 
crosses the female and rapidly goes well 


is 


above it getting higher and higher as 
age increases. This is the largest ot 
all death causations and there may be 
here doubt about the correctness ot 


diagnosis in many cases because doctors 
have a habit of certifying death as due 
to heart failure when it is in reality due 
to pneumonia or bronchitis. There 
a too ready custom of ascribing death 
to an immediate and not a_ primary 
cause. 


is 


Accident Mortality 


Mr. 
ing point. 


Nathan makes one very interest- 
He has found that accident 


mortality increases very rapidly with 
age up to 60. From this he argues that 
the practice of accident compamies in 


charging flat rates of premium regard- 


less of the age of the person insured is 
dangerous. His view is that “if acei- 
dent insurance is to meet its risks scien- 
tifically it should charge graded prem- 


iums for fatal accident policies and hold 
reserves against unexpected liability 
arising from the increase of age.” Here 
he seems to have put his finger on a 
weak spot in accident insurance prac- 
tice, though companies transacting the 
latter business will argue that accident 
premiums cannot be constructed on such 
scientific lines as those employed by a 
life company when it schedules the 
amount to be paid for its policies. Ac- 
cident insurance has grown up empir- 
ically and the rates are now governed 
by the general experience of the offices, 


which have not the advantage of re- 
sources to accurate statistics, erring in 
favor of severity, such as the life com 
panies employ. 
Deceptive Death Certificates 

Mr. Nathan has something to say also 
about deceptive death certificates given 
by medical men under pressure from 
relatives of the deceased person. His 
view is that “If future statisticians were 
to judge syphilis from death returns 
they would conclude that in the vears 


1911 and 1912 syphilis was chiefly an in- 
fantile disorder, for more than two- 
thirds the recorded deaths occur at 
ages under five years.” Deaths from 
syphilis are usually recorded under one 
of the two main immediate causes—lo- 
comotor ataxia or general paralysis 

The chief points which have emerged 


or 


from Mr. Nathan's investigation are: 1 
The relatively heavy mortality among 
men when compared with women 2 
The rapid increase of mortality with 
age 

Haymond EF. Boller of Troy, O., has 
been appointed a representative of the 
Ohio State Life and has been placed in 
charge of the company’s office in Dayton 


He was formerly with an lowa company 
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HL & A. PROGRAM READY 


LIST MANY GOOD SPEAKERS 





Details of Mid-Summer Meeting to Be 
Held in Chicago Sept. 8-10 Are 
Announced 





The program for the midsummer 
meeting of the Health & Accident Un- 
derwriters’ Conference, to be held at 
the Edgewater Beach hotel in Chicago, 
Sept. 8-10, has been completed with the 
exception of one additional speaker for 
the first day's session, yet to be an- 
nounced. All business sessions will be 
held in the mornings, as is the custom 
at the summer meeting, le aving the af- 
ternoons open for the entertainment fea- 
tures. The conference golf tournament 
will be held Monday afternoon, Sept. 8 
at the Budlong Woods Golf Club, one 
mile west of the hotel. At the same 
time all visiting ladies will be taken on 
an automobile ride about the parks and 
boulevards of Chicago. 

The Tuesday afternoon program in- 
cludes the ladies’ putting contest, men’s 
putting contest, horseshoe pitching con- 
test in charge of C. Brackett of the 
Hoosier Casualty, and a bridge party 
and afternoon tea for the ladies. The 
conference dinner will be held in the 
ballroom of the Edgewater Beach hotel 
at 6:30 p. m., Sept. 9. The principal 
address at the dinner will be given by a 
man well known in public life, outside 
of the insurance business. 


_ The program for the business ses- 

sions is as follows: 
Monday, 9 a. m, 

E. C. Budlong, presiding 

Address of Welcome — William E 
Dever, Mayor of Chicago. 

Response—A, E. Forrest, North Ameri- 
can Accident 

President's Address—E. C. Budlong. 


Report 


of Executive Committee—C. O. 

Pauley 

Report of Treasurer—C. H. Brackett. 

Report of Grievance Committee—c,. W 
tay, 

Report of Membership Committee— 
H. G. Royer. 

Report of Manual Committee—John 


Patterson, 
Report of Statistical Committee- 
Cavanaugh 
Report of 
G. Alpaugh 
of Statistical 


L. D 


Educational Committee— 
Ww . 
teport 
Gordon, 
Report of Credentials Committee—F. J 
Tharinger 
teport 
Arford., 
“Legislation 
Brown, member Michigan 
chairman Publicity 
Association of 


Bureau—H. R. 


of Auditing Committee—A. R 


and Publicity’—George 
Legislature; 
Committee, Michigan 
Insurance Agents. 


teport of Entertainment Committee 
W,. T. Grant 
& p. m.—Executive Committee meeting 


Tuesday, 9 a. m. 


L. Mad- 
Department 


—James 
Insurance 


“Insurance Taxation” 
den, manager 
UL. S. Chamber of Commerce 

“A Dual Obligation"—T. W 
manager Sales and Service, the Potts- 
Turnbull Co.; former official Associated 
Advertising Clubs of the World. 

Round Table Conferences: 

I—"Is Active Cooperation of Insurance 
Organizations to Change Public Impres- 
sions a Necessity ?”"—W. W. Dark, Ameri- 
can Liability, presiding. 

(a) “Do Insurance Companies Take 
Advantage of the Public in Propaganda 
Basis for the Sale of Insur- 

Ramsey, Business Men's 


LeQuatte, 


asa 
ance ?"—L, 
Assurance 
(b) “Many Attorneys Follow 
Profession Except When It 
to Insurance Claims, Why?" 
A. W. Pettit, claim adjustor Federal Lif 
(c) “Do Insurance Agents Need In 
structions from Home Offices to Intelli 
gently Compete for Business in Such 
Manner as to Command Respect for the 
Business of Insurance?’—D. H. Nelson 
Massachusetts Bonding 
(d) “€ Companies 
clans to a Bellef thar 
panies are the Greatest 
Medical Profession?" 
ternational Travelers 
fe) “Will Information 


rD 
the Ethics 


Comes 


Educate 
Insurance 
Boon to 
Ben Haughton, 


‘an Physi- 
Com- 
the 


Concerning the 
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NEW BROADSIDE FIRED 


CALL PUBLIC LIFE ELECTION 


Alfred Clover and 20 Percent of Stock- 
holders Seek to Regain Control 





of Board 

A broadside was fired this week by 
Alfred Clover, former head of the Pub- 
lic Life of Chicago, and a group of 
stockholders associated with him, in the 
controversy over control of the Public 
Life. Notice has been sent out for a 
special meeting of stockholders to be 


held Sept. 16. Full page display adver- 
tisements were carried announcing this 
and calling upon all stockholders in the 
city to attend or send the proxy com- 
mittee full authority to vote. The 
meeting was called by a resolution and 
petition signed by 20 percent of the out- 
standing shares of the capital stock. Its 
purpose is to hold an election for a new 
board of directors, these stockholders 
believing that the only solution to the 
present situation is in a complete change 
of board of directors. 


Call for New Election 


The resolution calling for the new 
election states that the procedure at the 
last called election was in violation of 
the by-laws and thus a reelection is de- 
manded. 

Strong criticism of the present man- 
agement is expressed in a letter accom- 
panying the special notice, this letter 


alse having been published in the dis- 
play advertisement. 

Clover to Demand Audit 
_Mr. Clover has announced an inten- 
tion of bringing about an immediate 
audit of the company’s books. He said 
that he decided upon this action upon 


learning that Maximilian J. 
general manager, and Mr. Clover's chief 
opponent, had left the city last Sunday. 

Mr. Clover said that several weeks ago 
he learned that Mr. St. George was dis- 
posing of his Public Life stock, amount- 
ing to $15,000, and that he had had him 
shadowed by detectives. According to 
Mr. Clover’s statement, these detectives 
found that Mr. St. George had procured 
passports to Italy and Poland, and was 
planning to sail from New York on the 
steamer Paris, Wednesday. Mrs. St. 
George denies that her husband is leav- 
ing the country. 


St. George 


Northwestern National Managers Plan 


At the recent meeting of the general 
agents of the Northwestern National 
Life in Chicago, a new organization was 
tormed, a managers’ association, whose 
purpose is to keep the agencies in closer 
touch with the home office A. W. 
Crary of the A. W. Crary Agency at 
Fargo, N. D., was elected president of 
the new organization. The other offi- 
cers elected were: Vice-president, H. 
Wilhelm, Omaha; secretary-treasurer, 


E. W. Denio, Cedar Rapids, Ia. 
Purposes and Results of Insurance Ex- 
, tended to Editors and Newspaper Mana- 
gers Help the Business?"—R. E. Rich- 
man, The National Underwriter 

Il—"Sub-Standard Risks.” 

Wednesday, 9 a. m. 

‘Getting Business and Keeping Busi 
ness Through Claim Service” toss 
Ream, claim adjustor, Kansas City, Mo 

“Present-Day Underwriting Practices” 

F. M. Feffer, vice-president Mutual 
Life of Illinois 

“Factors in Underwriting Health In- 
surance’—J. J. Crowley, vice-president 


Missouri State Life, 

tound Table Conferences 

I—“How Can the Termination of Poli- 
cies at Ages 60-70 be Handled to the Best 
Advantage ?’—Mell W. Hobart, Ministers 
Casualty Union, Minneapolis, presiding 

II—"“The Growth and Development of 
Elimination Periods.” 

Report of Nominating Committee and 


election of officers 


Date and place of next meeting. 


August 21, 1924 


TO PARTICIPATE 


METROPOLITAN MAKES OFFER 


PLAN 


Companies Having Automatic Reinsur- 
ance Contracts Will Benefit From 
the Profits of the Division 


NEW YORK, Aug. 20.—Announce- 
ment has recently been made by the 
Metropolitan Life to the various com 


panies which hold its automatic reinsur- 
that it has underway 


ance agreements, 
a plan by which such companies, be- 
ginning with the business of 1924, will 


participate in the profits resulting from 
the operation of its reinsurance division 
in the same manner in principle as hold- 
ers of its group insurance policies par 
ticipate in the profits resulting from the 
operation of its group division. 

An automatic reinsurance agreement 
is somewhat the same as a group policy 

Under a group policy, the employer has 
insure its employees in the company 
granting the group policy, and under an 
automatic reinsurance agreement, the 
insuring company has to reinsure its 
excess business in the company grant- 
ing the automatic reinsurance agree- 
ment. 


Two Forms of Contract 


The action on the part of the Metro- 
politan is entirely voluntary and in line 
with its well-known policy of paying 
over to the holders of its contracts, any 
profits which may arise after setting up 
the necessary, reserve and surplus t 
provide for contingencies. 

The automatic reinsurance agreements 
of the Metropolitan are of two forms 
1. Coinsurance—under which plan the 
Metropolitan exactly duplicates the cov- 
erage of the insuring company, and the 
insuring company pays the Metropoli- 
tan a pro rata of the premium received 
by it, the Metropolitan paying to the 
insuring company first vear and renewal 


commissions, also dividends at the rate 
paid by the insuring company. 2. 
Yearly renewable term—under which 


is reduced each year as 
the reserve on the amount reinsured 
incres and the insuring company 
pays Metropolitan the specified 
yearly term premiums. 


the reinsurance 


ises, 
the 
renewable 


FAERBER HEAD OF BIG CLUB 
National Life, U. S. A. Has Announced 
Its Leaders—W. Seidman Is the 
Runner Up in the List 


The National Life, U. S. A., has an- 
nounced the officers for its $100,000 Club 
that have qualified this vear.§ A. 
Faerber, Davenport, Ia., becomes presi- 
dent, W. Seidman of Pennsylvania, 1s 
first vice- -president, Alfred MacArthur 
of Chicago, is second vice-president: 
4. D. Hemphill of Kansas is third vice- 


president and M. L. Gott, Jr., of Wash- 
ington is fourth vice-president. Others 
who wrote more than $250,000, are H. 


T. Sawver of Pennsylvania, Dalton Mc- 


Donald of North Dakota, V. M. Tress 
lar of Los Angeles, B. F. Maxey ot 
Pennsylvania, A. G. Camp of Okla- 


homa, F. L. Ramsey of Alabama, W 
H. Baker of Tennessee and C. T. Car 
roll of Florida 


Oertel to Home Office 


Edward P. Oertel has been transtet 
red from the Wausau, Wis., office of the 
Great Northern Life of Chicago to the 
home office, where he will assist Vice 
President John A. Sullivan in procuring 
and training agents for the life depart 
ment, and in other field work. Mr 
Oertel has been with the Great North 
ern Life for 12 years, and has made a 
splendid record He was secretary o! 
the Wausau Kiwanis Club and con 
mander of the Wausau post of the 
American Legion. 
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EQUITABLE LIFE HOLDS 
BIG AGENCY ROUNDUP 


Over 1,000 Qualify for Conventio 
With More Than $250,000 
Business 


HAD VALUABLE PROGRAM 


Many Talks on Business Methods by 
Men of National Reputation 
in Three Days 


NEW 


vreatest 


YORK, Aug. 20 


aggregations ot 


-One ot the 


liie imsurance 


roducers ever assembled in a com- 
gathered Monday, 
and Wednesday of this week at 

Pennsylvania, when over 1,000 


dollar 


pledged 


pany convention, 


Puesday 


Hotel 


quarter-million salesmen ot the 


-quitable Life themselves to 


set forth in 

ringing Vice-President 
lohn A. Stevenson, in which he held up 
shibboleth of the Equitable un- 


the careful diagnosis and 


he ideal of the Equitable as 


address by 


as the 
derwriter 


istaction 


Sat- 
This was the 
first national gathering of Equitable pro- 
ducers, as distinguished from managers, 


of human needs. 


in five years. The average production 
of this group of men was $440,000. 
lorty-four of them wrote and paid for 
*1,000,000 of insurance or more during 
the past vear 

Dr. Stevenson's Talk 


Dr. Stevenson 
life insurance 1s a 
needs from the 


emphasized the 


said that a program of 
statement of a man’s 
greatest to the least. He 
iy order in which the 
needs should be stated. He said that 

successful life underwriter must 
with his clients’ greatest need and 
work as far towards his lesser 
as he could go. He said that any 
underwriter who works on _ that 
need never fear about volume 
There is no reason, he said, why the 
policvholder should buy his insurance 


Hite 


basis 


trom a half dozen different agents. He 
said, “A man buys from many agents 
lecause they are merely agents, but from 

lite underwriter he buys an entire pro- 
vram If a man realizes that his house 
needs repair and he calls in an archi- 
tect, who savs, ‘Yes, I realize that your 


foundation is decayed but you need a 
new front porch and some new decora 
vour house. I will go back and 
a complete program of the re 


vou need and in three or four 


tions m 
raw up 
irs that 


months we will cOme back and fix up 
vour house.” The householder is apt to 
ink that in the meantime his house 
ight fall down So the lite under 
riter should, upon revealing a man’s 
usurance needs, fill the one wreatest 


nto the mat- 


prowram 


then 
building up a 


need at once an go 1 


permanent 


Discusses Program Insurance 


There are three kinds of lite insur 
ce programs The first is the ideal 
ovram This ts one which should 
ect ever need that lite insurance cat 
lH. but there ire very verv tew pe ple 
] La | ‘ rs an ice il row im he 
ext is a working progran his is a 
aictical solut W the needs lite 

rane ca | And third is the 
ti program Many people may not 
¢ able to cart eve the prac il Pp 
im) =obut) the agent ¢ it least sell 
m an initial program « surance and 
ld up for him a practical gram to 
rd which he can build It 1 agent 
nm acquire roo lent on this basis ot 
llinw their insurance needs these 100 
ents will ke ! bu taki cure 

then wi needs ml those « thet 
ends You cannot conduct i real 
‘ msurance mterview i the | ists ! 


needs without using action, pro 
(CONTINUED ON PAGE 2) 


lng 


LIFE 


STOPPED AT CHICAGO 


REVIEW COMPANY’S PROGRESS 


Counselors’ Club of Indianapolis Life 
Enroute to Yellowstone National 
Park For Outing 





Yellowstone National 
1 in Chicago at the Cor 
gress hotel 
Here they were met by t 
of the company, Frank P 











Agency Manager loc ( 4 

banquet, at which Mr. ( 

sided, was served to the c 

and the mem! the ¢ cago agen 

‘lans tor the balance of 1924 were dis 
cussed rhe meeting was an enthusias 
tic one President Manly reviewed the 
work tor the vear to date The « 1 


pany has made sp 
approximately $40,000,000 1 
force Jan 1, 1924, the company 
over $46,000,000, and | 


000,000 by 





plans to have 
Jan. 1, 1925, a gain ot 


400,00, tor the vear 
Dividend 
to Mr 


} 


Increase 
M antsy the 
ret 


manquel 


Announce 
As a. surprise 
| 


presented 














’ nit plications amount 
ing to $112,000 ' \ tur! 
surprised the uncing at 
other increase ie dividend scal 
Mr Mar lv aces ied the club met 
bers on their trip to Yellowstone Park 
At Colorado Springs, the entire mer 
bership of the club will assembk 
go in a body to Yellowstone Park 

For membershiy the club, an agent 
must roduce inimun $125,000 
ing the club vear, ex 
surance l Ss ines 
¢ agents ow é tine 
lite « ul ember « S vy. Onl 
S50.000 « e lite 1s « ted e bus 
ness mus De ‘ tive i 1a r 
bas The preside t « the « S tie 
largest pers ail ] lucer ( the 
club vear 


INSURANCE 


EDITION 
F. H. SYKES ADVANCED 


NOW SECOND VICE-PRESIDENT 


New Honors Given to Manager of 
Agencies of the Fidelity Mutual— 


Continues Old Work 





‘ = cc ‘ | { 
>¢ d yvice-pres and Akt ( 
gencics tiie ty Mutual Life 

Mr. Sykes has been with the Fidelity 
over 27 vears, having entered its serv 
ces 1897 s clerk Her e thr ‘ 

var s head ofthce departments 
was later aj ted manager the ) 
licitv de irtment t Ss capacit ane 
through the « s « *Fidelit Fiel 
M; the agency magazine < 
broug to existence and of whi é 

s editor f nany ears, he « 
close personal touch wit! Fidel 
igents rhe valuable uid = reé ered 
| I ting the general efhcienc, ft the 
agency, rce led t nis ap t 
thé t tie } Sitio! ‘ s>5 Sta t 1 il 
iger t agencies 1 ivi) fhe vas n 
anager ¢ ine es 

In his new relat Ss se ce 
pres ¢ t Mr Svkes “ ( t is 
( ve ead « the igency rce 

| \ Ir \\ s eC u¢ 
supe s t the I elit Mutual w 
zx parti i  @ t is bee 
ip] t< igencyv Ss¢« et y 4 ‘ " 
hee He w issist Vice-President 
Sykes Rece ( \. Scl ssistant 
< t ‘ ce t ue < vas 

ger Chicag 


Leading New England Mutual Men 
The leading agents the New Eng 


‘i c s SIX s 
c way pers il pr I 
man N. Bradshaw Atlant ( 
Arthur S« New \ k ( Fre 
P. McKenne Bost H. Ware ¢ 





Detroit 





FRANK H. DAVIS 

{) e bes ca . N 

“ai ( mrt t > 4 s¢ 
It k H Davis Weng \ s 

d D | \. Steve ( ‘ 
president the Equitable Ne \ 
lyeotl ; \ were 

ts ( cre t t 


“ ’ ree t i 

' 1 
pers¢ lit has < ‘ re 
leadership V 1K nas he T t 


DR. JOHN A. STEVENSON 
S x it Wa i 
‘ ~ ’ 
est 2 riis te 
) S } 1) \l 
’ ~ 
} 
= we ‘ it “A “ 
\ tie ¢ Was 
’ ‘ ‘ , le i s” , ‘ 
{ arnewk eK vhere was ‘ 
the s c iles ims 


DARBY DAY ADDRESSES 
CANADIAN LIFE MEN 


Points Out Simplicity of the 


Greatest and Most Noble of 
the World’s Leaders 


THEIR GOAL NOT WEALTH 
Biggest Reward of Life Insurance Sales- 
man Is Satisfaction in Having Ren- 


dered Valuable Service 


MAN \ug 1 


Speaking on the “Simplicity of Success 
ce enti ‘ the Life | 
erwriters Associat ( Canada t 
Darby A. Da nanager of the 
( i ce tie Mutual | 
New York, said 
\ \“\ thie hies thre 
s i successes pot 4 ent 
nist s ss as well 
i tate cratt e successes l 
, Is, of « es, and at 
‘ ! far g , , , = cess 
eve ly by the simple and direct 
‘ ds, by 1 est ‘ purpose f 
ersiste de ern it! In 
st tances rt ely » these 
‘ < tries s and {1 r 
( s s! esstul have eC 
sf ll begi XZ any times ¢ 
s and freauent! lettered 
ed \ c ¢ s ‘ 
\ sta “ 
‘ t tsscs ) | ve : 
. T t -cC > t he t t¢ iste 
» » ' t t 
no ae | > > ] ‘ 44 ye { t 
i t gl i. ‘ cet S, t 
\« i ‘ the al itv ft 
‘ ‘ lis great and 
~ s sec g 1 . < cat 
Mentions Pioneers 
‘ . cli if 1 
, . creat thwest 
he ‘ eve s cess wt it wat 1 
‘ i wreate success and an ¢ wa | 
pe ips tha those WW amassed 
! ‘ e wre ex t 
‘ ( la ‘ fertile vallevs 
te ‘ ‘ . ! (Jreg i 
\\ if even artie east t 
, . et let nt 
s¢ ] W d t . 
thw t was later t 
! uw the 
the 6 ot eg it 
the { states Cher 
i is ‘ ‘ < ! 
, et 
‘ s we and 
c : 
. ‘ some 
i rr ers ere was | mas | 
tive it . et ra 
“ 3 ve 
! 
‘ ° \ e. the in w 
. ‘ ? ‘ ‘ ‘ ; . ? t 
| state ve é tire weste 
he sphere \! i I I 
, it the lay the ail . , 
, ‘ it 
ad SS at Crettyvs vw 1! 
' . > lie sture 
. ‘ 
‘ rR ca 
. r i . +s a ? 
‘ s ss ta eve 
ore } licit And 
‘ Io te we tha i 
‘ YY , ; il , 
‘ it¢ t t ivs WW 
. ! Ss 
\ t \\ + 
he « , . ' = tie ~ 
e< te } e He 
‘ rewal s success 


‘ .« 4 
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New Policies 


New and appealing line of 
policies being written. 


Rates exceptionally attrac- 
tive. 


Unusual contracts to 
agents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 


Burlington, Iowa 











ACTUARIES 








ONALD F. CAMPBELL 
CONSULTING 
ACTUARY 


160 N. La Salle St. 
Telephone State 7298 


CHICAGO, ILL. 








A. GLOVER & CO. 


© Consulting Actuaries 
Life Insurance Accountants 


Statisticians 
23 South La Salle Street, Chicago 








OHINC HIGDON", cxes Base 


Kansas City, Mo. 








RANK J. HAIGHT 


CONSULTING 
ACTUARY 


616-813 Hume-Mansur Bldg. 
INDIANAPOLIS 
Hubbell Bldg. DES MOINES, IOWA 








DERIC S. WITHINGTON 








J. McCOMB 
. COUNSELOR AT LAW 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender Val- 
wes, otc., Calculated. Valuations 
and Examinations Made. Policies 
and all Life Insurance Forms Pre- 


pervert The Law Insurance «a 
pecialty. 
Colcord Bidg. OKLAHOMA CITY 








H. NITCHIE 
° ACTUARY 
1523 Association Bldg. 19 S. La Salle St. 
Telephone State . CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 
Chemical Bullding ST.LOUIS MO. 
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ATTRACT IONS ‘SHOWN 


CITES MANY OPPORTUNITIES 


Lawson Tells Reasons for Entering and 
Remaining in Business in Canadian 
Speech 


WINNIPEG, MAN. Aug. 20.— 
Speaking before the annual meeting of 
the Canadian Life Underwriters Associ- 
ation, in session here this week, on 
“Why I Became and — Remained a 
Life Insurance Man,” A. E. Lawson of 
Winnipeg, field i of the Confed- 


eration Life of Toronto, cited a long 
list of reasons, sufficient to prove the 
unquestioned attraction of the protes- 
sion. He said, in part: 
Started as Part-Timer 
“But for a few years apprenticeship 


in the art of selling life insurance while 
holding the position of manager of a 
branch bank, I would probably never 
have been led, 22 years ago, to forsake 
the calling of banking. The opportunity 
that was thus afforded me, in a part time 
capacity, of observing the possibilities 
of a business plainly destined to take 
so large a place in the economic ex- 
pansion of the Dominion established in 
me a conviction that has since been 
strengthened with the passing of the 
years, namely, that there was no occu- 
pation in Canada that did not involve 
the investment of capital, which held out 
on all counts anything like the promise 


of as large return for the effort given, 
as did the proper selling of life insur- 
ance. It was, therefore, a confidence in 
the future of the business and a keen 


ambition to share in its greatness that 
led me to adopt it as my life’s work. 


Saw Growth of Business 
“When that 
22 years 
769,000 of lite 


fortunate decision was 
ago, there was $463,- 
insurance at risk in Can- 


ada by federally licensed companies 
alone. That was considered a record 
to be proud of. On Dec. 31, 1923, there 
was $3,347,721,000 indicating an expan- 
sion beyond all reasonable expectation, 
and affording warrant for faith in a 


stupendous development in the years to 
Surely such figures leave no room 
to doubt as to the chances for success 
in life insurance as an occupation. The 
same evidence must have impelled most 
of this large gathering of successful un- 
derwriters, as well as a host of others, 
to prefer it to all other pursuits that 
make up the world’s work. 


Continuously With One Company 


come, 


“Why then have I remained a life in- 
surance man? If such a thing as a more 
hopeful business, to which my allotment 
of talents might have been better 
adapted, could have presented itself at 
any time, I would not be here to add my 
tribute to: our calling. There are prob- 
ably other men present, who like myself 
have served one company unbrokenly 
for over 20 years. These, with me, can 
attest to the advantages of continuity of 
service, 

“Apart from a pleasing knowledge of 
the beneficent nature of the business, 
the chief influence which held me to it 
was a consciousness of the ever widen- 
ing opportunity the occupation afforded. 
Not the least amongst the reasons for 
remaining in the business must be men- 


tioned the satisfactory relationships 
which have existed. Such pleasant re- 
lationships, which have rendered the 


business so attractive to me and which 


have served to establish me in it, are 
the common experience of others and 
are indeed manifold. I may cite several 
causes in my own case. 
Many Causes Cited 
“The disposition on the part of the | 


companies to assist and co-operate with 
the men in the field has, 
ing an atmosphere akin to that in a 
happy family compact, proven a binding 
tic. 

“An abiding confidence that the mer- 


through creat- | 


» Was adopted, to 


| 


| had more than anything else 
| the 


| 


CANADIAN AGENTS MET 


PROGRESS SHOWN IN REPORTS 
New Constitution Adopted Excludes 
Part-Timers from Full Voting 


Memberships 
WINNIPEG, MAN., Aug. 20.—At 
the annual convention of the Life Un- 
derwriters Association of Canada, held 


constitution 
meet the demands of 
the new act-of incorporation, one of its 
features being the provision excluding 
part-time men from the association, ex- 
cept as associate members, without vot- 
ing power. The convention also ac- 
cepted the invitation of Hamilton, Ont., 
to hold the 1925 convention there. 

At the first business session the com- 
mittee reports showed the progress of 
the association, which has been notable 
during the past year. The membership 
report shows an increase of 130, the 
first increase in three years. The legis- 
lative committee also reported unusual 
activity and several important accom- 
plishments. Assessment clubs in AI- 
berta have been eliminated as a result 
of this committee’s work. These clubs, 
contrary to the recent law, had their 
last stronghold in Alberta. A licensing 
system has been adopted in Nova Sco- 
tia, similar to that in Ontario. The sav- 
ings insurance plan, operating in con- 
junction with the Province of Ontario 
Government Bank, has ceased operations 
by pressure brought to bear on misrep- 
resentation. Agents represented them- 
selves as government employes. One 
company reported 75 percent lapses as 
a result and its conservation depart- 
ment reported that 90 percent of the 
policyholders were under the impression 
they held government insurance, prov- 
ing the contracts wrongly sold. 


here this week, the new 


Fraternal Row t to Courts 


The row which has been brewing 
within the Fraternal Aid Union, of 
Lawrence, Kan., one of the largest of 
the fraternals, has finally gotten into 
the courts. Three members of the or- 
ganization in Kansas City. Mo., have 
brought a suit in the United States dis- 


trict court to compel the members of 
the advisory board to give an account- 
ing of the fees they have received and 


pav back several thousand dollars of 
fees alleged to have been paid them 
illegally. 


The petition in the suit also charges 
that from Jan. 1, 1922 to Aug. 31, 192 
the income of the society was $882,141.- 
81 while the expenses and payments in 
the same period amounted to $1,201,739.- 
69. The petitioners ask for an account- 
ing to determine what became of all this 
money. 


ited fruits of one’s labor would never 
be withheld, has been a factor. 


“The agreeable connection established 


with appreciative policyholders has 
helned. 
“The improved status of the business, 


due largely to better methods of selec 
tion of agents and the introduction of 
prover educational measures, has had 
toning effect upon one’s pride in the 
cause, 

“The general excellence. in recent 
vears, of publications relating to life 
insurance has added to the interest 

“The life underwriters’ association has 
plaved no small part in making the busi- 
ness more attractive. bv furnishing op- 
portunities for friendly 
having the effect of stimulating an in- 
valuable spirit of fraternitv, which has 
to do with 
breaking down of middle walls of 
partition: with the broadening of men’s 
outlook: with the removal of common 
evils and the advancement of all that is 
best in the business for the good of all. 

“Ts it anv wonder that, with such rea- 
sons to give. T have remained a life in- 
surance man?” 


intercourse, | 


VIEWS ARE EXPRESSED 
MORTGAGES AS INVESTMENTS 


Life Companies of Cincinnati Find That 
These Securities Meet the Demands 
Very Satisfactorily 


INCINNATI, O., Aug. 20.—Real 
mortgages—both on city and 
farm property—are attracting the com- 
panies of Cincinnati almost exclusively 
at the present time. Such investments 
are yielding 644% to 7% on excellent 
security 3onds have not sufficient in- 
terest income to be attractive, even 
taking into consideration tax exemptio1 
allowances. 

The question of 


estate 


taxation may becom« 
the determining point in the character 
of investments which the life companies 
will continue to make. It is quite within 
the range of possibility that the taxes 
which are levied upon the insurance 
companies will get to the point where 
they will be forced to seek relief through 
the avenue of tax exemption on certain 
classes of bonds. 
Killing the Goose 


What a situation to contemplat 
Records last year showed conclusively 
that the people of the country, through 
the deposits they made with the life 
companies, contributed the majority of 
the funds for investment in 1923. Here, 
then, is the most potent force for devel 
oping the nation. And then for the 
legislators to turn around and impose 
handicaps which encourage such a force 
to turn to tax-exempt bonds—it is kill- 
ing the goose that lays the golden eggs! 

The Columbia Life of Cincinnati has 
long been purs suing the policy -of invest- 
ing the bulk of its income in mortgages 


on city property. According to Sum 
ner M. Cross, its president, this field 
has been very attractive, both from the 
security of the property, and from the 
return. City real estate is a compara- 
tively stable commodity. An _ expe- 
rienced appraisor can estimate to within 


Its 
and its investment return 
readily determined. 


a close degree of its fair valuation. 
use is known 
to its owners be 

Difficulty as to Farm Mortgages 


_ Farm mortgages are much more dif- 
ficult to arrange. The market value is 
hard to determine. The property is 
both a home and a business proposition 
Farmers do not have the punctilious 
business habits of his urban brother 
with the result that he has little 
of responsibility about meeting his in- 
terest payments on time. An attempt 
to foreclose an overdue obligation is too 
frequently regarded as an imperialistic 
step on the part of a great soulless cor- 
poration, which leaves a bad taste in a 
community. : 


sense 


With this experience behind it and 
with ample opportunities still before it 
in city property investments, the Colum 
bia contemplates no change of invest 


ment policy under present conditions 

Frank M. Peters, 
Federal Union of Cincinnati, 
he is very well pleased with 
sages, as investments for 


president of the 


states that 
farm mort- 


his company 


Its loans are made in Illinois, Indiana 
and Ohio, and every application is care 
fully investigated before a loan is made 
Many loans offered are not up to the 
company’s requirements, | there is 
no difficulty in securing all of this class 
of investment the company desires 

Due to careful selection, the Federal 
Union at the present time has but one 
case where the interest is in arrears, and 
in that case, the conditions are such that 
it can not be considered a default. In 
fact, it will possiblv lead to further ad 
vantageous investment The Federal 
Union does not own a single farm that 


has had to be taken in under a fore 


closure. 
The experience of this company points 


unmistakably to the fact that, wit! 
proper supervision, the farm mortgag« 
field offers satisfactory investment of 


| portunities at the present time. 
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ANNUITY SALES GROW 





ARE GAINING IN POPULARITY 





Some Agents Devote Full Time to This 
Class Alone—New Twists De- 
veloped by Some 





\ recent development in the writing 
annuities is the combination of a 
ngle premium ordinary life policy with 
innuity, through which the medical 
examination is given but little consider- 
tion, being chiefly used for the advan- 
tage of the prospect, rather than his dis- 
advantage. The plan is to issue a single 
remium policy for say $100,000 at age 
+5 for a premium of about $45,000. At 
the same tnne, a life annuity of $5,000 
year is purchased for about $70,000 
Plan Is Attractive 


It is a combination which gives the 
company ample security, whether the 
policyholder dies the next day or lives 
to the full expectancy or more, regard- 
less of whether he takes a medical ex- 
amination or not. The company requires 
that he go through the medical exam- 
ination, but the result of the examination 
has little bearing upon the issue of the 
policy. In fact, if he is found to be in 
very poor condition, with a very short 
expectancy, his annuity rate is reduced, 
that is, he is given a larger annuity for 
the investment or a smaller charge for 
the same annuity. It makes an attrac- 
tive combination for the prospect and 
gives ample security to the company. 
It guarantees a life income of $5000 and 
$100,000 on death. Some underwriting 
departments have objected to it, claim- 
ng that there was insufficient security 
on the single premium ordinary life 
policy without the customary rigid ex- 
mina:‘on, but others have adopted the 
plan in certain cases and, in the case 
of nonparticipating companies, find that 
it proves acceptable both to the home 
office and the policyholders 


Sale of Annuities Grows 


The sale of annuities is rapidly gain- 
ing in favor and a large volume of this 
class of business is now being written. 
In many offices there are agents who 
make a specialty of this, in some cases 
selling nothing but annuities and mak- 
ing an enviable record with this alone. 
In the case of a man of means, a cer- 
tainty of a life income after age 50 or 
thereabouts is prized and the annuity 
guarantees this regardless of the out- 
come of the private investments. 

Those who have been selling annuities 
for some time and have followed their 
cases through can cite many examples 
of the value to a man of means of some 
such guarantee. A man may have many 
hundreds of thousands of dollars and 
10t consider the possibility of the loss 
of the capital and vet it may be wiped 
out ina day. The investment of a very 
small portion of this in an annuity gives 
a satisfactory income for life For a 
man of moderate or ordinary means, it 
is equally valuable, guaranteeing a living 
income for life, regardless of loss of in- 
vestment or earning power. Right now 
this is the field that is being most rap- 
idly developed for in the past there were 
few men of ordinary means who could 
be sold the annuity idea, doubtless be- 
cause the agents themselves were not 
sold. There now appears to be a new 
popularity in this great field of pros- 
pects. 


Business on Upward Trend 


Insurance offices find that business 
has taken an upward trend during the 
last two weeks. There is more snap and 
life in industrial and commercial activi- 
ties. One of the best barometers ot 
trade are the mail order houses. Such 
ouses as Montgomery Ward & Co., 
Sears, Roebuck & Co., Butler Brothers, 
§ Chicago and other large concerns all 
find an increased trade especially from 
the agricultural districts 
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Our Platform 





The platform we present to the 
public and to our “Standard Bearers” 
in the field is one of service. Its 
planks are:— 


Contract direct with the company. 

Co-operation in working out field 
problems. 

Policies issued with dispatch. 

Standard policies down to age 10. 

Women accepted on same basis 
as men. 

Risk acceptance on sub-standard 
lives and on men engaged in 
hazardous occupations. 


Prompt payment of claims. 
Our field men have found that these 
liberal service principles have made it 
pay to 
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The 


Lincoln National Life 
Insurance Company 


‘*‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


Now More Than $325,000,000 In Force 
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This is No. 9 of a series of advertisements appearing in The National 
ay Slit ag Watch for succeeding ones setting forth Michigan Mu- 
tual opportunities. 




















Michigan Mutual Life Building 


Relations with Agents 


Much has been spoken and written about relations with 
agents. A great deal more can yet be told. For herein 
lies one of the chief reasons for the success of any insur- 
ance organization. 


Give an agent policies that he can sell, give him home office 
cooperation that really means something, display an inter- 
est in his work and in his success, pass on new and helpful 
ideas to him, and he will repay you ten-fold. The Michi- 
gan Mutual, in extending itself to meet the problems of 
its agents, has always found this to be true. Its agents are 
community builders. They know they are respected and 
admired by their company, by their fellow-townsmen ; and 
that it is up to them to make good. Are they making good, 
and are their relations with the Michigan Mutual cordial 


at all times? Ask any one of them. 


Michigan Mutual Life Ins. Co. 


J. J. MOONEY, President A. F. MOORE, Secretary 
GEO. B. McGILL, Supt. of Agencies 


Madison Ave. at John R. Street, Detroit 





























The Child’s 20-Pay Life Optional Endowment Policy 


of the 


Great Republic Life Insurance Company 
of California 


Protects both the child and its parents and includes waiver of 
premium in event of permanent total disability of the father, 
who is the beneficiary. Agents are enthusiastic over its wonder- 
ful selling features. If you are interested, write for copy of 
“Making Dreams of Your Children’s Future Come True,” and 
our attractive proposition to agents. 


E. L. BLACK, State Manager 
P, O. Box 299, 
Newport, Arkansas 


J. R. RAILEY, Manager 
Southwestern Department 
401-2 Mercantile Bank Bldg. 


Dallas, Texas 
W. H. SAVAGE, Vice President 
Los Angeles, California 
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August 21, 1924 


INCREASE IN ORDINARY COMPANIES 
WRITING ON MONTHLY PREMIUM PLAN 


u —- - — 


HAT the monthly payment of ordi- 
nary life premiums is rapidly grow- 


ing in favor is clearly indicated in a 


recent survey made by THe NATIONAL 


UNDERWRITER among all American life 
companies. The list of ordinary com- 
panies offering monthly premium poli- 
cies is Tr apidly growing. Announcement 
of new entries into this field of recent 
development is constantly being made. 
The actuarial departments of many other 
companies now have the plan under ad- 
visement. General approval of the plan 
is expressed by many offices even 
though they do not offer it as yet to 
their agents. In fact, the general idea 
appears to be met in practically all of- 
fices through some form either through 
policyholders’ savings club, note exten- 
sions or, as is more frequent, the writ- 
ing of ordinary policies on the quarterly 
plan with three policies issued in three 
successive months. Some companies 
still voice strong disapproval of the plau 
and say they do not believe it would 
work. However, most of the companies 
that have had the plan in operation com- 
mend it favorably and many others indi- 
cate a leaning towards its adoption. 

Some of the opinions given by the 
actuaries of the companies, which are 
subjoined, give the trend of practice 
among the American companies. 

* * * 

Connecticut General Life—The tend- 
ency of the average American is to pay 
for his purchases on a monthly basis. 
Rent, light, clothing, and even automo- 
biles are being paid for to a steadily 
increasing extent in this manner. To 
fit into this program, the Connecticut 
General offers insurance on a monthly 
premium basis. Naturally there is more 
expense involved in collecting premiums 
monthly. We, therefore, charge 105 per- 
cent of the annual premium, to be paid 
in equal monthly installments. This 
compares with 102 percent of the annual 
premium for semi-annual payment and 
104 percent for quarterly payments. 
The Connecticut General announged the 
monthly premium plan on Jan, 1, 1924. 
We have received a very satisfactory 
volume of business on this form to date. 
It is still too early, however, to ascer- 
tain the rate of persistence of such busi- 
ness. We are inclined to believe the 
monthly premium plan which has been 
offered at a very low cost is a valuable 
service to the policyholder. Valuable 
service of any type at a reasonable cost 
tends inevitably to increase the volume 
of business. We _ believe that the 
monthly premium plan with its easy 
method of premium payment will en- 
courage the purchase of insurance in 
amounts more commensurate with the 
needs of the insured. Furthermore with 
the greater ease in premium payment, 
the average prospect becomes more eas- 
ily interested in the proposition offered 
by the agent and sales are thereby 
increased. 

* * . 

Jefferson Standard Life—We have 
written considerable monthly premium 
business and we are of the opinion that 
the present trend towards monthly pre- 
miums is a permanent one. We, there- 
fore, wish to emphasize and extend our 
business written with monthly _pre- 
miums. The plan that we have found 
most satisfactory is the monthly draft 
system. The insured gives the company 
the right to call upon him monthly 
for the amount of premiums .and the 
bank is given the authorization to honor 
the draft when presented. We find that 
this arrangement has helped to cut down 
lapses. As to the extra expense charge, 
we are simply charging one-third of the 
regular quarterly premium. As our quar- 
terly premiums are rather full as com- 
pared with the annual, we do not con- 
sider that we need any extra loading. If 
our quarterly premiums were not so 
full, we would probably have an extra 
expense loading. We cannot say that 
up to date our experience with this busi- 
ness has been entirely satisfactory, but 


as we are getting to unde rstand it better 
and make more provision for it, our 
experience is improving. We have had 
a heavy lapse rate on it and we have 
had difficulty in training our branch of- 
fices to give the home office full reports 
as to collections and lapses. Of course, 
there is naturally more detail work in 
the branch office in handling the 
monthly premium case. On the other 
hand, we do not send out notices tut 
monthly premium policies and the can 
celled draft is the policy holde r’s receipt. 
We expect that as we shall have our 
collection system so arranged that the 
monthly system business will be just 
as easily handled as any other. We 
think there is no doubt but that monthly 
premiums do encourage larger policies 
and that we can write insurance, where, 
under the old basis, we should not be 
able. 
a 
Aetna Life—We issue policies with 
monthly premiums and feel that they 
are a valuable plan of insurance. The 
extra loading for monthly premiums is 
6 percent, as opposed to 4 percent for 
quarterly and 2 percent for semi-annual. 
- ae 
Franklin Life—We are favorably in- 
clined to the monthly premium payment. 
At the present time we do not accept 
monthly premiums, but will do so after 
Sept. 1, with certain requirements. The 
company will require a minimum 
monthly premium of at least $10 and 
the rate is obtained by multiplying the 
annual premium by the factor .088, 
* . + 
Bankers’ National Life, Colo.—The 
monthly premium plan is quite useful 
in the country and small towns and too 
valuable in the cities ever to be dis- 
carded. We write business on monthiy 
payments, charging 9 percent of the an- 
nual premium, or we provide a so called 
“premium deposit fund” in our policies 
which permit of denosits being made at 
any time on account of future premiums, 
and on which we pay interest at a min- 
imum rate of 3% percent and up to 
whatever rate we assume in the calcu- 
lation of dividends. We feel that an 
extra expense charge must be made and 
we make it by charging 9 percent. Our 
experience with this class of business 
has been satisfactory. 
* * * 
American Life—In some cases the 
monthly premium plan would be of ad- 
vantage. As our business is chiefly 
among the farmers and in the agricul- 
tural section, it would not work out as 
well as in cities. We handle such cases 
through our extension payment plan 
which permits of morthly installment 
payiients for nine months on the annual 
premium. It would seem necessary to 
cover the extra cost of h indling. Our 
experience with the extension plan has 
been very satisfactery. 
. <6 6 


National Fidelity Life—We have in- 
stituted the monthly premium plan with 
the hope of broadening our field of serv- 
ice and hope we can create a desire for 
the service on the part of the agency 
force. We draw upon the insured each 
month for monthly deposits. We accept 
an installment note for the first year 
and later years will be payable direct, 
without a note. As for an extra ex- 
pense charge, we do not believe it should 
be made, if the premium is collected 
through cashiers. We take as _ basis 
rate, one-third of the quarterly premium. 
It is our hope that the monthly premium 
will encourage larger policies. It should 
tap a heretofore unreached source of 
buying. 

* * * 

Lamar Life—This is a wholes»me and 

valuable development and should be of 
great help to certain classes of people— 
salaried men, professional men and oth- 
ers with more or less fixed incomes 
derived from salaries. We use the plan 
and the premium is obtained by adding 
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Ss percent to the annual premium and 








iding by 12, or simply multplying 
‘ premium bv .09. We have 
. \ rew such policies \\ e be- 
e in limiting the monthly premiums 
a mini of $10. It should not be 
essary provide I further 
ra expense charge tl is done 

e case of quarterly premiums. We be 
e the plan should encourage larger 
ci¢ It ill cause some people to 
vy larger policies and carry more 1n- 
ince 

x * 


Inter-Southern Life—T hx 


remium plan 1s not fav 
believe the plar 


renmums 


succeed wh 











S10 Phe 
emiums the 
et thereatt the general agents set 
ling with the home ofhce on a quarterly 
ists. The monthly premium is once 
1 of the quarterly premium, which 1s 
26.5 percent of the annual premium. Our 
experience has not been satistactory in 
¢ monthly ae irtinent whicl was 
started eight vears ago ‘he plan does 
cncourTragce large policies and will cause 
re people to insure 
* 
Northwestern National— We have 


lopted the monthly premium plan, al- 
} ‘ 


wing the policyholders t 4 one 

rd ¢ tile larterly rate ¢ any polic 

$5,000, except term, or vy policy on 
ch ( onthly premium equals $9 


\We have done this, believing that the 





size of the policy would be materially) 
creased, it being easier to pay monthly, 
d t t while there are twelve times 

> mal opportunities t lapse as there 
e on the anm premium basis, the 

t that the licvholder should have 
the money to pay the nthly premium 
st s he does Is re will tend to 
eep the lapse rate dow We have 
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alone can tell us whether our beliefs are 


justified 
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National Savings Life, Kans.—\\« 
*n offering a tew of our policies 
ionthly premium plan for some 
1 find it very Satistactory In 
I to that we have bre out 
the last two months a combinati 
] msesuranc nad bul 1 nd ] 
lile€ 1 ince ina yuk Kk an ioans 
sold ¢ a monthly pla eel that 
t S 1s gomg t meet a great nee that 
we will write a rge volume of it 





large volume ordinar business 01 
the monthly plan can be written very 
satistactorilh We believe s ght In- 
crease in the rates should S de 
covet inv eXtra expense \ e pres 
ent time we are adding 8 percent 2g ss 
and dividing by 12 to arrive at the 
monthly premium 
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Conservative Life, W. Va.—\\ e ci 


handle monthly premiums We think 
the opportunity to lapse would offset 
the gwreater \ lume e¢ might W te 

* * * 


Missouri 


aoes 


State Life—This cor 
thi : 





not write monthly prem 
insurance and, therefore, has no com 
ment to make 


George Washington Life—We do not 





think it desirable tor any company 
ccept premiums 1 thly unless it is 
organized t do at lus il business 
When our lhievh iiders request the 
privilege of pavil ennums monthh 
ve tell them that can st Ss any 
monev that the can spare i trinie¢ 
thev choose ind we will ice it t 


credit in 


We will allow them compound 


+] 
their 


bureau 





interest mm It We vu a ee his - 
terest rate never t e less t 
erce and s mud ore tl nat s 
the interest ear! gs « the « " will 
stil r ral s st W | ve 
een cre Ss ace nt ercent 
| remiums are pavabi thl t wil 
certa ] he ecessar} e ¢ D. 
t < irae i ext w ick 
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the oper way tor the insuring publi 
t ence between twelve 
tin remium and an annual 

A aside each month out 

gh to pay the 

surance > is thev come c 

time 
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Penn Mutual Life—The Penn Mutual 
has never tried out the monthly premiut 
plat We ave very 
! thl premiums 
We meet W ract 

i ne them Dy 
cies 1 with quarte 
dat ack one mont! 
current date 4 1 th 
ward t I I | expe ence 
scVe i | p = l ssl 
emiums on the plat 
s we u ders | Sat 





Connecticut Mutual Life—Any pla: 














that ¢ Die i pers i t ll 
the Sa « i >. life insurance rm 
nit } } ntl } ‘ 
ums eac mi 1 1s desirable, i 
mu bookkeey w Ss 1 t nvolve ( 
ting t great an expense charge i! 
comp i the t tal surance 1 ‘ 
be divided , thr , , 
1\ 1 eC ip OxXmmately 
equal part 1 vo « which the first 
1 i e1 Ss ma\ ” made to ll 
e 1 ntti 1 tw mths espectivel 
! c ssuc I ‘ ul 
ll + rt ' ] 
( i t ee ts are e quarterly 
nf ! +? 
\ sir remiul 
sult O)y ' ] nt ] 
v i c n pla 
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> | "*« i ex eX pense ifuc 
' 1 
‘ sa ( it extra ¢ iTerc 
S eXists tor sen i l r quarter! 
i ents \ in which distributes 
remiums nthly ought esult 
s ew t wer 1rne ~ 1 
vive life ¢ rT t would } 
t 4 »¢ { Ie > 
* * 
New England Mutual—\\; dvis 
ce Oohcies paid quarterly and issuc 
or t ( Ne | Nid 
, o8 
M i s i Cally ck i 





We believe 











among its policyholders for monthly 
premiums 
* . * 

Federal Union Life—In our opini 
the monthly premium plan is good 
Wit ur « pa the thly deposits 

eS ¢ lected | ive . There should 
© an eXtra expense chara ) expe 

ence with this class iness has 
ce satisiactor ‘ i s t ce 
‘ ive iarwer pp Cics . i sed 
¢ people to insure 
> > . 

Security Mutual, N. Y.—Thx thi 
remium plat makes sales easier It 

. tends to b lg 1m ‘ « 
Ss) Site class Man i bd} Se ivicr 

here s however s e «4 npecnsati 

creased volume I ther re 
gents can he ained \ ‘ i dette 
lass With us the thly de t is 
percent « the annua remiut \ 
te s 1? ‘ the ve {) exm 

c ce V his Class ( ! ‘ css | 
ec sat ictor Wi eheve that t 
Nas encouraged larger cies and ha 
ils Caused 1 ‘ ‘ le t sure 

> > 

Massachusetts Mutual—F; me to 

tine tine Issuance ol wn 1 he 
tl premium plat is bee lis 

< S Se wit t s oMmes t we ave not 
ught it desirable t idopt suc i plas 

t is r opmmon that such a plan would 
ene wwe large oes and would 

ik« tive st ce 3 e « stl It is 

sual racticable t i holder t a 

s erable t : ance s< 
esires t i inhee ca tel 

teri sur ce ractiona 

I | sat AC ry 
‘ t t re ul \ ent 
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Provident Mutual—\\ Ssuc 
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The 


ered by will be printed 


next ixsue of National t 





— 


Story of the INTER-SOUTHERN LIFE 
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INTER: SOUTHERN LIFE BUILDING. 
OWNED BY THE COMPANY 


Eighteenth Year 








Prosperity Assured 














av recall the times that you it our untry wa FORTY MILLIONS IN 1925 
7 7 _ } 7 h Par + r , neaidar 
anger Yo ave no such fears now er party andidate f . 
: of the most select risks among the best 1; t t T 

s dangerous from anybody's point of ew Both are patriot . . , oe Ame a. If we 
capable, sincere and honest ‘ os t would t be ng rf ty. If we d ‘ 

DOES THIS MEAN ANYTHING TO YOU “ be abnormal for When we have done what you have a 

It means cverything in favor of our country, i tizens and its ight to expect of us, and what we ought to d we have tribute 
institutions. It is well nigh perfect situatior 

WILL BUSINESS BE GOOD? . our share of service and comfort and happiness f thers GOOD 

ae . — 7 : CITIZENS P rests her j t dest t Ss, need 

When the country is tranquil and safe, everybody loyal and true E HI — e. I = . y by useles eta 
every citizen pursuing his own peaceful vocation isiness ght t i¢ss competit nor covet that which belongs to a neighbor It 
be good, AND IT WILL BE GOOD confines its canvass to the uth and is not given to exaggeration 

We will do our part of the business of the world w acco . It renders its own service to the patrons who require it, and makes 
with our talents, opportunity, vocation ard mear fe will write 
at Rs v y ocau no attempt t terfere with r attend to other people's business 
about 


STATEMENT OF PROGRESS 


' IS A GOOD 


Total 
Admitted 
Assets 


$ 326,508.78 
1,719,228.64 
4,506,612.89 
4,664,170.30 
4,820,779.76 
5,494,297.54 
6,143,069.31 
6,873,447.45 
7,371,274.27 

10,464,497.66 
11,100,000.00 


Insurance 
in Force 


$ 3,182,597.00 
15,088,585.00 
36,260,222.00 
37,000,000.00 
37,800,000.00 
45,569,851.00 
57,901,271.00 
59,204,201.00 
62,591,398.00 
88,502,568.00 
93,500,000.00 


COMPANY 


Reserve and 
Surplus to 
Policyholders 


$ 271,952.37 
930,680.98 
4,396,139.55 
4,542,698.10 
4,803,670.12 
5,386,694.08 
6,045,958.52 
6,773,280.06 
7,332,928.21 
10,391,747.71 
10,620,000.00 


INTER-SOUTHERN LIFE INSURANCE COMPANY 


JAMES R. DUFFIN, President LOUISVILLE, KENTUCKY 


in the 


nderwriter.) 
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ThePan-American Lifelnsurance Company 


Wants Four General Agents in Ohio 


Offices will be opened in Cleveland, Cincinnati, Col- 
umbus and Dayton. 


The men who secure these positions must be good 
personal producers and _must know how to organize 
and manage an agency. They will be given valuable 
General Agency contracts with liberal financial sup- 
port. 


Pan-American service includes: 


Unexcelled Low-Cost Life Policies 
Substandard Policies for Under-Average Lives 
Child’s Educational Endowment 

Group Insurance 


All Forms of Accident and Health Insurance 


Address 


E. G. SIMMONS, Vice-President and General Manager 


PAN-AMERICAN LIFE INSURANCE COMPANY 


NEW ORLEANS, U. S. A. 


CRAWFORD H. ELLIS, President 


Capital, $1,000,000 Total Resources, $14,000,000 
Insurance in Force, $125,000,000 














August 21, 1924 
PROGRAM OF MEETING 


CONVENTION AT SWAMPSCOTT 
Massachusetts Mutual Life Has An- 
nounced the Program of the 
Agency Gathering 





The annual meeting of the agents’ as- 
sociation of the Massachusetts Mutual 
Life will be held at Swampscott, Mass., 
Sept. 9-11. The program is as follows: 

Tuesday Morning, Sept. 9 


Opening of the Convention—Charles L 
Scott of Kansas City, president of the 
Agents’ Association. 

Welcome Address—W illiam w. Mc- 
Clench, president 

suilding Centers of Influence—Chester 
QO. Fischer, Peoria; John W. Yates, De- 
troit; E. W. Hughes, Rochester. 

Why the 30-Payment Life?—Giles Bla- 
gue, Home Office Agency. 

Plans for Securing Prospects—B. Z. 
Nelson, Boston; Miss Alberta Allen, St. 
Louis; L. E. Simon, New York City, 

Wednesday Morning, Sept. 10 

Disability—Charles H. Angell, Actuary 

“Question Box"—Alexander T. Maclean, 
associate actuary. 

Deferred Annuities—Mrs Olive Joy 
Wright, Cleveland; Creighton P. Morton, 
Worcester; Miss Mary O. Conver, Peoria; 
John J. Eberhardt, Salina 

Selling University Students—Millard R. 
Orr, Philadelphia; Caleb Smith, Ann Ar- 
bor. 

Business Insurance Ward H. Hackle- 
man, Indianapolis; James M,. Blake, Phil- 
adelphia. 


Thursday Morning, Sept. 11 


Remarks—William H, Sargeant, vice- 
president 

Installment Options—John Shambeau, 
Duluth; C, K. Davis, Cincinnati; Car] Le- 
Buhn, Davenport. 

Future Opportunities for Business and 
How Best to Take Advantage of Them— 
Norris H. Bokum, Chicago; Warren C. 
Flynn, St. Louis; Laurence C. Witter 
Cincinnati; George E. Lackey, Oklahoma 
City 

“Full Steam Ahead”—Joseph C. Behan, 
superintendent of agencies. 

Election of officers 

Tuesday Afternoon, Sept. 9 

Women's Meeting — Chairman, Miss 
Louise Hall of Boston. 

This meeting will be confined to ex- 
hibits of written material tried and found 
successful by several of the women rep- 
resentatives and a discussion of various 
matters in which women representatives 
are interested. 

Beginners’ Meeting—Chairman, W. Ray 
Moss of Kansas City. 

These meetings have proved most 
fruitful in the past, and Mr. Moss will 
welcome suggestions or exhibits. As- 
sistant Actuary Harry H. Peirce will be 
in attendance at this meeting to supply 
information as required 


Reports Record Week 


CINCINNATI, O., Aug. 20.—The 
Western & Southern Life reports that 
the week closing Aug. 16 was the larg- 
est in the history of the company. The 
joint production in ordinary and indus- 
trial was the result of a “solo flight” 
effort, so called because an aviator’s first 
flight without instructor is a solo flight. 
Both President Williams and Vice- 
President Williams being abroad, this 
effort was so named. Hugh J. Owens 
of Cleveland wrote $40,000 ordinary, in- 
cluding 40 intermediate policies, $500 
each, and $2.60 industrial. 


Has Notable ‘Production Record 


July marked the 31st consecutive 
month in which the Western States Life 
exceeded the production of the corre- 
sponding month of any previous year. 

SALESMANSHIP is a calling to be proud 
of and one seldom meets a real sales 
man who is not only proud of his handi- 
work, but would hesitate to exchange 
his independent lot for the best desk 
position in the market—that is, on a day 
when things have been coming his way 
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FARM MORTGAGES ARE 
STILL IN BIG FAVOR 


No Slump Reported From West- 
ern Investors Despite 


Conditions 


SEE BRIGHT PROSPECTS 


Believe Recovery of Agriculture and | 
Readjustment of Values Assure 
Future Stability 

~ome vestern 4 nortg ~¢ L | 
rs of the life companies are insistent | 
their denials that the cut in interest | 
ite by certain companies is indicative 
a trend in the farm mortgage field 
hey state that there are some cases | 
where the interest rate has been reduced, | 
] 


but that the conditions in the field gen- 
erally do not call for such a reductio1 
It is looked upon as means of meeti 4 
the summer dullness in some offices 

These men believe that the farm mort- | 
gage is still the prime investment chan- | 
nel for the life companies, and it is now 

é time in the past 

with a greater tuture before it. They 

say that the improved agricultural cor | 
ditions throughout the middle 
remove all 
vestment and that now, with farn 
and agricultural conditions very nearly 
readjusted to normal, there should be 
little cause for companies deserting this 


avenue oO! investment 


is strong as at any 


west will |} 
doubt as to this class of 1 


values 


Agriculture Coming Back | 


Farm mortgage bankers state tha 
agricultural conditions are 
road to improvement and agriculture is 
I back The re has 

ation in farm values in certain 
sectfons, but investment bankers believe 
that the published estimates of this de 
preciation have greatly 
A recent government survey was 
reported as stating that the farm depre 
ciation in the United States since Jan 
1, 1920, has been $19,000,000,000 but this 


now on the 


be en a grea 






been exagger- 


ated. 


statement has been denied by the depart- 
ment of agriculture itself and recent 
surveys show that there is no justifica- 
tion tor figures. Some sections of 


such tl 
the country have felt the deflation more 





than others and in certain states it is | 
possible that a depreciation ofr oO per 
cent, which the $19,000,000,000 would | 


give, has been experienced. However, in 
part of the territory there 
has been no such depreciation, very lit 
tle change having been experienced in 
some places. No actual census has been 
taken, but careful estimates have 
made which show that the actual drop 
n value of farm lines in the entire 
United States is considerably less than 
half the amount given in the Washing- 
ton dispatch. It is probable that the 
price is from 5 to 15 percent 
1920. 


the greater 


beer 


iverage 
lower than in 


Most Losses From Speculation 


This has caused some financial diffi 
culty, but most farmers that have been 
nvolved have been caught by specula- 
tion and not this depreciation in the 
value of the land. During the war and 
post-war boom years, farmers over-in- 
vested in both land and buildings. They 
were caught in the deflation which fol- 
lowed, with a result that foreclosures 
were necessary in some cases. The de- 
partment of agriculture has estimated 
that 43,000 farm owners lost their farms 
s a result of purchase of other farms 
r other farm lands during the boom 
period and that nearly 11,000 owner and 
tenant farmers lost their property as a 
result of unwise investment enterprises 
ther than farming. Thus, there were 
54,000 who lost through unwise specu- 
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lation. 


They, however, are not losers as 
‘ 


farmers, but as speculators, and their 
experience is not looked upon by ftarn 
mortgage investors as representative oO! 
the agricultural field 
Good Farmers Weathered Storm 
The farmer who wisely invested his 
enlarged income of the war period was 





easily able to withstand the depreciation 
in values and his mortgage is now as 

} as ever 1 
extent in the reports of certai 


tore who } 

















art irtgage investors wh ive « 
through the depression years of agricul- 
ture without a loss. While there ha 
een some foreclosures, certain otmces 
have been able to withstand the stort 
1 can still show a clean record, wit! 
out a toreclosure They believe that tl 
s the result of a caretul check the 
field and 4 ‘ mortgages onl 
vhere fully Ww ! speculati 
entering t < certain exce] 
tions, of course, where a section of the 
aepres 
‘ this 4 
n was the 
r we 9 reache 1 
crisis that attrac attention « 
bankers through trv How 
ever, as a result « nce n Nev 
York, the Agricu lit Ce ra 
tion was tormed relief < the 
northwest This was rapidly put int 
iction and over $4,000,000 has bee: 


loaned by it in the northwest, as a r 





ot which conditions are great st 
ed and the imnvroved out] this 
vears cr! ver\ early ssures 
to a degrec ‘ t Ity 


‘ 
See Little Competition 


The life companies hay t R ‘ 
encountered any oteworthy comps 
tion in the field, as both the ederal la 
banks and the joint stock | 1 
have made but little int d « the 1 
mortgage field The Federal Far ] 
Board has been going throug! seric 

tf investigations and hearings, s i 
its progress has been somewhat ha 
pered The oint stock land banks have 
not been able to offer much more tl 
the life companies as far as the rate is 


concerned and the free 
by the life companies’ investment 1 
» } 


service rendere 
agers Nas proven attractive 


ANNOUNCE THE JULY LEADERS 


Equitable Life of Iowa Gives the Men 
Who Were in the Front Ranks of 


Producers 

rhe Philadelphia agency the 
able Life of lowa was. the ng 
agency in July with paid-for busines 
totalling $259,000 The Des Moines 
agency, with $224,000 paid-for business 
was second; Pittsburgh, third: Nort 
wood, lowa, tourth: and Newark, N. ] 
fifth. 

R. O. Claypoole of the Philadelphia 
agency was the leading personal pro 


ducer during July 
for business Mr. Claypoole 
third high producer of the Equitablk 
Life of lowa for the year 1923 

Other leading personal producers it 
July were J. H. Hilmes, Des Moines: ] 
G. Belknap, Columbus; F. W. 
son, Northwood, Ia.; and J. 
Newark, N. J. 

The Equitable of Iowa is making an 
extensive gain during 1924, having a 
paid-for business amounting to $38,- 
125,570 so far this year. This is a gain 
of $3,474,915 of the first seven months of 
1923. The total amount paid for during 
July was $3,879,799, which is 
more than was secured in July, 1923 

Iowa and Pennsylvania agencies o 
the Equitable Life of Iowa are staging 
an exciting battle for first 
1924 lowa agencies led Pennsylvania 
by more than $300,000 during July 
However, Pennsylvania is leading for 
the year to-date with $6,870,322 of paid- 
for business. lowa is $417,000 behind 
Pennsylvania for the first seven months 
of the year, but its recent gains bid fair 
to put them on a par with their Pennsyl- 
vania rivals 


with $83,500 in paid 


$810,802 


honors in 


INSURANCE 






































EDITION 9 
AGENCIES OPEN 
RESOURCES | 
Over One Million Dollars | 
OUTSTANDING | 
INSURANCE | 
Over Twelve Million | 
Dollars | 
For Particulars Write | 
he Western National Life 
Insurance Company 
Box 2131 | 
Denver, Colorado | 
Note: - During the 12 years we have been in business we 
have never contested a death claim nor have we ever lost 
a dollar on any investment. No past due interest 
December 3 Ist, 1923. 


H. A. HOPF & 
COMPAN 


MANAGEMENT ENGINEERS 


Specializing in Advisory Work for 
Insurance Companies 


Organization Equipment Standardization 


Methods Personnel Modern Office Planning 


Main Office—40 Rector St., New York 
Western Office—327 S. La Salle St., Chicago 
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Commercial Life Insurance Co. 


IN THE HEART OF AMERICA 


Kansas City, Missouri 


We are offering top-notch contracts 
to men that are willing to build with 
a growing Company. 


Our policy contracts are second to 
none. 


If interested in some good Missouri 
territory, write us. 


OFFICERS 


F. H. UEHLING, President W. K. BRAMWELL, Vice-President 
WILMER LYONS, Secretary-Treasurer 
DR. C. E. TOLLE, Medical Director 


Insurance in force after twenty months— 
over two million. 


305 Reliance Building 


Kansas City, Missouri 

















Over 14 Million Policies Now In Force 


tte Only four other life insurance companies 
ss ‘ in America have more policy contracts in 
force than this company. The following 
figures show its remarkable growth in the 
last ten years: 





Jan. 1, 1914 Jan. 1, 1924 
DN sidandaieas $ 7,804,230 $ 40,113,271 
Policies in Force. 503,302 1,552,803 
| Insurance in Force 73,455,636 351,149,583 
| — 


Attractive opportunities open to competent agents in Ohio, Indiana, 
Kentucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


The Western and Southern Life Insurance Co. 


CINCINNATI, OHIO 


| W.J. WILLIAMS, President 




















A Company with Friends Everywhere 


The agent who is selling insurance in this Company, which 
for seventy-three years has been rendering unexcelled service, 
does not work alone. Wherever he may be, he finds enthusiastic 
friends ready to help him by testifying that there is no better 
company in the land than the old Massachusetts Mutual Its 
enviable record for service and the low net cost of the protection 
furnished make a combination that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 
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IS HEAD OF CLIC CLUB 





ANNUAL CONVENTION IS HELD 


Presidency of Continental Leaders’ Or- 
ganization Won by F. W. Felkel 
After Close Race 


F. W. Felkel of Anderson, S. C., won 
the presidency of the Clic Club of the 
Continental Life of St. Louis and as- 
sumed the duties of his new office at 
the annual convention of the club held 
in Denver, Colo., Aug. 20-21. He was 
given a hearty reception by the 75 men 
and women present. President Ed- 
mund P. Melson and other company 
officials warmly congratulated him on 


his success. He succeeds H. W. Osoin- 
ach of Memphis, Tenn., who was pres- 
ident of the 1923-24 club 

J. M. Hensley of Bay City, Tex., 


won the first vice-presidency of the new 
club after an interesting race with ( 
J. Klitgaard of San Francisco for that 


honor. Mr. Klitgaard was awarded the 
second vice-presidency. The other of- 
ficers elected were: Third vice-presi- 


dent, R. B. Valleau, San Francisco; 
fourth vice-president, F. J. Burriss, An- 
derson, S. C., and fifth vice-president, 
R. C. Ellington, Anderson, S. C. It was 
a struggle between the southeast and 


NEW HOME OF EQUITABLE OF NEW YORK 


~ 


LiL enrartt 
RATE 
FO eee os te te 


“vet 


tia Bese 


ECOND Vice-President Leon O 

Fisher, who with Comptroller Gert 
ald R. Brown, were the Equitable offi 
cals responsible for the successful 
planuing and erection of the company’s 
new home office, nearing completion at 
Phirty-Second and Seventh avenue, told 
the producers of the Equitable, assem 
bled in New York the first part of the 


L Hing Hits ie 
. R" Lanai 


> 


nod 





August 21, 1924 


the west for the high honors, with th: 
former carrying off the top prizes. 

The gathering was the most enthus 
astic ever held by the Continental! 
agents. The company is now in 
midst of its greatest vear, and Pres 
dent Melson in announcing the officers 
of the new Clic Club predicted that th 
coming vear would carry the organiz- 
ation to even greater heights 

Mr. Felkel is a comparatively nev 
man for the Continental, having joins 
the company a little more than a year 
ago. But during his brief career wit 
the agency organization he has demor 
strated his ability to consistently and 
persistently produce good business in a 
little better volume than the other star 
producers of the 
gaard and Mr. Hensley are 
of the company. 





company Mr. Klit- 
old wheel 


horses 


Cloverleaf’s New Medical Chief 


Lieut. Col. Myron W. Snell, chief 
surgeon of the soldiers’ home at Mii- 
waukee, has left that position to become 
chief of the medical department. of the 
Cloverleaf Life & Casualty of Jack 
sonville, Il, 


Central States’ Good Gain 
The Central States Life had $60,623 
744 insurance in torce Aug. 1, a gain 
ot $5,300,000 since Aug. 1, 1923 An 
increase of $3,336,578 has been made 
the seven months of the current year 
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week, about the plan of the building, 
and how it was erected to fulfil] Presi 
dent William A. Day's idea that tt 
should be a workship, rather than a 
monument. The building is located 
that it is conveniently reached by sub 
way, elevated, Hudson tubes, and Long 
Island trains. While thoroughly pract: 
cal it is vet a beautiful structure 
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INVESTMENT FUNDS GO 
INTO MANY CHANNELS 


August 21, 


Light and Pswer Public Utilities 
in Good Favor at 
Present 


CAREFUL SELECTION MADE 


Rails Appear to be Coming Back in 
Popularity, a Great Surprise 
to Many 

NEW YORK, Aug. 19.—li 


inv tavorite security on the market now 


there ts 


s far as life insurance company finan- 
is the 

This 
rm of investment meets with universal 
the 
all regard it as a 


all 


ties of this character at the 


concerned, it 


utility 


cial managers are 


light and power public 


ipproval hnancial men 


Phe 


but they are 


among 
do not favorite 


ready to buy securi- 


right price. 
Ot course every company is atter di- 
there 
aspect otf 


with 


versification as usual, but are 
some changes in the general 
the investment feld as compared 

lew vears ago. 


Conditions Changed 


One of the changes cited by some 
eastern offices is in connection with the 
iarm mortgage. Good farm mortgages 

good rates of interest 
course desired by all the 

such investments are said to be 
comparatively rare by Phey 
report a talling off in demand for farm 


are or 


companies 


some, 


mortgage money today The govern 
ment banks have made money available 

the farmers on attractive terms 
Many tarmers have availed themselves 


o longer 1 
money Phis 


ot credit privileges and are 1 
need of mortgage 
more than had 
farm sections, 


look to 


Rails Imvortant 


tact, 
conditions certall 
caused some < 


other tre Ids I 


Oompanies 
investment 
Factor 
Rails, 
to Contrary to 


as usual, are an impo 
the 
vreat deal of monev has beet 


T ilroad 


oOmpanies 


bonds by 
during the past two 
started out a 1 
municipals, 


made a handsome profit as 


ose who 
nd bought 
nt, have 

it lorm ot 
rate ( 
me public 


i handsome 


ce 
security 1s now sellin 


to produce onlv about 4 
utilities wl 
advance 
the e« wht ri 
ratlroad e« uIpmen } 


mecreased rapid 


nicl ] ive sho 
and abou 
ears ag ies bou 
irticularly 
vhich have 
ecentlhy Poday 


hich 


mypat 


ratlroac 


1 
l 
xe 1] , : 
originally were vie 
nt and 3 t car nly be bought 


ta price to 


iy perce 
vield 4.90 or 5 percent 
metimes even less Chis conditior s 
due to the tact that the money is ver 
easy and cor sequently there Is 
l 7 : ’ , 
TROT or sate securitics 


Make Careful Selection 


Some companies re Makme it a rule 


nothing “ » Vields less 


ercent and 


LIFE 


all manutacture in 


attraciive 


power will be used in 
the future makes it a very 


form of public utility investment. Trac 
tion bonds, on the other hand, are not 
looked upon with favor. 


Most of the 
companies will not buy ar 
bonds on general principles. One com- 
pany goes so far as to refuse to buy any 
public utility bonds where the concern 
owns any traction lines at all. Other 
feel that tractions are coming back but 
investigate very fully before 
ing in traction bonds 


nv traction 


care Invest- 


Interest Factor Watched 


Railroads are looked upon very tavor 
ably as regards safety Che transporta 
tion act has done a good deal to make 
it possible for railroads to get along and 
is long as this factor remains on the 
books untampered with, railroad 
ments will be 

Perhaps the impression that has grown 
in some quarters that railroad securi 
ties have not been profitable to the com- 
panies is due to the fact that the com 
panies loaded up on railroad 
good many vears ago. The rate of in- 
terest at that time was low and these 
securities have long maturities. At the 
rate of interest paid at the time of pur 
these bonds do not look very at- 
tractive today. However, it must be re- 
membered at the time they were bought 
they were the best thing available and 
had all the attractive features that insur- 
ance investments must have with 
exception of the high rate of interest 
desired today. 


invest 


sate 


bonds 


chase 


the 


Real Estate Loans Strong 


Real estate loans make a_ might 
strong bid for insurance money Phe 
popularity of these is due to two things 
security and return, but advan 
tages are counterbalanced to some ex 
tent by the tact that real estate mort- 
gages are hard to get rid h 


these 


1 otf when cas! 
is needed and, second, they are tor short 
terms. Up to a certain poin 
mortgages are ideal for life 
investment but 
of return, the public utility a1 
bonds are more attractive o1 
| fact that when a purchase is made 


the 
- 
the company has its money caretully tn 


' 
t real estate 
insurance 
the matter 
d railroad 


account otf 


overlooking 


vested for a long term of vears, and 
case liquid assets are needed it is pr 
vided by the railroad and public utility 
bonds which are i s always liste 
n the s ck exe inge 
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Do You Ever Dream? 


Nearly every life insurance agent does dream. 
He dreams of an agency contract that will offer 
him unlimited opportunity with a constant in- 
centive to greater personal production and to 
agency building. A contract that does not con- 
stantly hamper, restrict and limit his activities. 
A contract that gives complete assurance that 
he is protected and will receive the fruits of his 
labors. A contract with no one to interfere 
between him and the Home Office. A DIRECT 
HOME OFFICE CONTRACT with liberal 
commissions and UNRESTRICTED TERRI- 
TORY. A _ flexible contract — Commissions 
automatically increasing with production, and 
doing away with the annual squabble for a better 
contract. A contract giving VESTED RE- 
NEWALS. 

What more could any one ask? 

Oh, yes! PERFECTED ENDOWMENT 
POLICIES to sell. The objection of most agents 
to endowment policies is removed by returning 
the premiums paid in excess of the ordinary life 
premiums in the event of death. 

And all of these advantages in a rapidly 
growing company, unsurpassed in service to 
policyholders and agents. A company licensed 
in sixteen states with Sixty-five Millions of in- 
surance in force, with Eight Hundred and Eighty 
Thousand Dollars surplus to policyholders. 

You have dreamed of such a contract but if 
you are the right sort of man you can actually 
possess one. Let’s get acquainted. 


The Company where dreams come true. 


The Columbus Mutual Life 


INSURANCE COMPANY 
Columbus, Ohio 


C. W. BRANDON, President D. E. BALL, Secretary and Actuary 
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Safety, Service and Stability 


ATTRACT PROSPECTS AND INCREASE AGENTS’ CLIENTELE 


SAFETY—Guaranteed by careful selection risks and -stments 
SERVICE—Provided by an efficient a rogressive organizat 
STABILITY—Assured by conservative $3 policies 


Home Office: 


Founded: 1867 Des Moines 





Insurance In Force Over $350,000,000 


For information concerning contracts: Address Agency Department 














Pictures Tell the Story 


Cartoons will give your house ergan that al! necessary sparkle. Use 
therm to put over your message or your special sales contest. Send for 
proof sheets. 


BUSINESS CARTOON SERVICE 


35 South Dearborn Street, CHICAGO 
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Eleven million people within two 
hundred and fifty miles of our Home 
Office— plenty of opportunity for a 
good man. 


We still have a few good openings. 


Direct General Agency Contract—lib- 
eral commissions—but we are ‘‘hard- 


OUR FIELD boiled’’ on advances. 


Over a million and a half 
paid to policyholders in this 
territory. 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 
S. M. CROSS, President 

















We issue all 
standard forms of 
Life Insurance 
Policies. Every 

C policy pouteatns | 
Deposit of Full 
nsurance ompany Legal Reserve with 


the State of lowa. 






OF DES MOINES, IOWA 
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©) The OHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT «“c MONTHLY INCOME INSURANCE. 


li teea LATEST POLICIES AND AGENCY CONTRACT Baad HE: 
Openings Ohio, Ind., Ky., Mich., W. Va., Tex. and Okla. Write Columbus 














Capital $200,000 





HE life insurance agent who 

wishes to obtain the representa- 
tion of a reliable and pre-eminently 
honest company will find The Gem 
City Life admirably suited to his 
needs. The Gem City will equip its 
agents to write all forms of personal 
protection and in one good strong 
company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 
I. A. Morrissetr, Vice-Pres 


DAYTON, OHIO 




















COMMENTS ON EFFECT 
OF TAX LAW CHANGES 


Chandler Bullock of State Mutual 
Sums Up Present 


Situation 


NO FUNDAMENTAL CHANGE 


In Sounding Warning, He Points Out 
Same Basic Reasons for Life 
Trusts Remain 


Some valuable pointers on the appli- 
income tax 
Sullock, 
general counsel of 
the State Mutual Life of Massachusetts 
and an authority 


federal 
Chandler 


cation of the new 


law were given by 
vice-president and 
among life counsel, 
speaking before the recent annual meet- 
ing of the company’s Agency Club. Mr. 
Bullock urged all life underwriters to 
accept the revision in the law as legis- 
lation intended to clarify its meaning 
and not a restrictive, radical change. 
He said that the fundamental basis of 


the income tax law has not. been 
changed and that life insurance trusts 
are not in any way menaced. Mr. Bul- 
lock stated that there still exist the 


same fundamental reasons for the cre- 
ation of life insurance trusts, the law 
having merely removed the means of 
deliberately deducting the premium from 
the tax, in violation of the original in- 
tent of the law. He also commented on 
the gift tax and Frick case, sounding 
a warning on this. Mr. Bullock said, in 
part: 


Should Study Tax Laws 


‘A new federal revenue act—after 
much discussion and more compromise 

was passed June 2 of this year. While 
it does not make any momentous 
changes in matters touching life insur- 
ance, there are some changes of which 
you, as intelligent field men, should be 
advised. A knowledge of the tax laws 
needs to be in the equipment of all good 
field men. In this new revenue act, 
there have been added two new sub- 
sections to section 219 concerning es- 
tates and trusts. Section (g) is of in- 
direct interest to us perhaps, but section 
(h) specifically mentions life insurance. 

“This new section is law—not a mere 
ruling which may, or may not, be re- 
versed. In discussing this new amend- 
ment we must not confuse the federal 
estate tax with the federal income tax, 
as is too often done The matter we 
are now dealing with concerns only the 
federal income tax. 

Does Not Change Law 


“There is nothing in this amendment 
to the law which changes the general 
non-taxabilitv of life insurance proceeds 
under the federal income tax law. The 
amendment makes, however, a change 
in the former law in so far as it con- 
cerns the taxable income of the individ- 


val nolicvholder who places his life 
policies in a, trust and has his trustee 
nay the premiums from a fund trans- 


ferred to such trustee. That change vou 


should note Trust companies in all 
ections of the country very properly 
have been writing life insurance trusts: 


there has much of this business, 
There has heen ind alwavs will be. a 
erent field for thi sort of 


hee n 


servic ec: this 


ve know and need not dwell on In 
this writing of insurance trusts where 
the proceeds are paid to some trust com 
nay our msurance companies are very 
desirou of coc peratine The reallv es 
ential reasor for the desirahilitv of 
these life urance trusts still exist 
do not forget that 

‘All the amendment does is this: it 
emove from use hy vou or a trust 
company one of the irgument en 


ployed to urge the establishment of an 
insurance trust whereunder premiums 
are paid from a fund turned over to the 
trustee. It has heretofore been urged 
that the creation of such a life insurance 
trust among other desirable results saved 
the policyholder, the taxpayer, some- 
thing from his surtaxes. That is tl 
argument that has been cut off by thi 
amendment in question. We all have 
seen printed statements from so-called 
insurance experts, and in some instances 
from trust companies, that gave undue 
prominence to this particular feature of 
the insurance trust. 








Maintains Basie Theory 


“The theory of the federal income tax 
law—in so far as it affects life insur- 
ance—is that income used for life in- 
surance cannot be deducted by the tax- 
payer as an exemption or deduction of 
any kind. There are, as you know, a 
very few minor exceptions—but these 
require rather unusual conditions and we 
will not now discuss them. Suffice it to 
say that it has been the theory of the 
federal income tax law since its incep- 
tion that, generally speaking, there is 
no permitted deduction in his return by 
the taxpayer arising out of any sums of 
money which are used to pay premiums 
on his life insurance. 

“Vet, let us consider for a moment 
what has been happening under many of 
the so-called insurance trusts prior to 
this very recent amendment we are dis- 
cussing \ large policvholder has a 
personal income of $100,000 which in- 
come reaches up into the higher sur- 
taxes (I am using as an example a 
$100,000 income, but it applies to anyone 
whose income pays any surtax.) This 
individual has withdrawn from his se- 
curities or his principal such an amount 
as will yield an income of approximately 
$5,000. This amount he sets aside in a 
trust: and he puts his life insurance 
policies in that trust, either specifically 
directing the trustee, or, through broad 
powers giving the trustee authority, to 
use the income to pay the premiums on 
his life insurance policies. These pre- 
miums aggregate $5,000. Such income 
then is so used. 


Premium Deliberately Deducted 


“What has been the result? Let us 
assume, for ease of application, that I 
am the fortunate individual that has an 
income of $100,000 and I am carrying 
life insurance on my life with annual 
premiums of $5,000. I created such a 
trust as is set forth in the preceding 
paragraph. Under the law as it for- 
merly stood, the income tax on the in- 
come of the trust fund (which income 
was used to carry my life insurance), 
was paid not by me but by my desig- 
nated *“ustee out of the trust fund in- 
come. The income on that fund was 
treated as a separate entity for income 
tax purposes. The result was that the 
$5,000 paid for my life insurance premi- 
ums was deliberately deducted from my 
individual income paying my highest 
surtaxes. And the income of the trust 
fund was not assessed any surtax at all, 


|} not reaching up into that class. 


Tax Escape Cited 

“To summarize in a concrete case: 
were I the recipient of a net income 
of $100,000, under the new surtax rates 
I would have to pav an income tax on 
that last $5,000 of my income overt 
$95,000 of approximately 36 per cent of 
it, or $1,800. In brief, the government 
would get over one-third of that last 
$5,000 of my income—and it is entitled 
to that amount under the tax law. But 
by my creation of a trust, by my having 
a trustee pav the $5,000 premiums on 
mv life insurance from a trust income ol 
$5,000 (coming from my securities set 
iside in trust)—then that $5.000 has 
been eliminated from my individual in 
come, with the result that that tax 
$1.800 is not paid to the government 
all. On the other hand, my trustee wit! 
the trust income of $5,000 has an ex 
emption of $1,000, and the balance ot 
$4,000 being taxable as a separate entit 
it the present rates would be taxed |! 
thereot or 
brief, if the law was not 
by the creation of this trust fund to 


i , 


per cent only $80 


imended th 


ase Gad 
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premiums on my life insurance, I exceed $500 in All the donor’s ance that would have otherwise been vides that all life insurance in excess of 
an i ve escaped a tax of the difference be- ts to all part such and other received at ty by the endowment $40,000 payable to beneficiaries other 
t ' een $80 or a tax escape of minor exemptio totalled in esti- holder Assuming such a nc tion or than the estate of the insured must be 
he 21,720—simply by the device of creating mating the gift ssignmer record an luded in the decedent insured’s es- 
ed trust for my life insurance. Wo s broad and to s ! t tate for the purpose of assessing the 
ce Is Contravention of Law : ,learsome, yet . t proc leral estate tax The question of the 
ed A ed in connection e nstitutionality of this section has now 
Bear in mind that particular $5,000 wi eve act c s no vme hed the s in the case of the 

ne is still to be used for exactly maturit I state udge of the United 

same purpose, viz.: paying the pre- s r suc States Dist ( t, District of West- 

\ ims < my own life insur But ( 1] t e in . sylv i s returned a de 
ed ithout the trust created by myself, the : t l c pure gift. But that the Vv is stitutional 
x on that particular income would be e ag st mber the larg seen t pinion the court 

$1,800; whereas with such trust, the S00,009 t gifts t € nce press. My 

of tax on it is only $80. That is the point. dor t 1 toda bout it is thi 
he way the government quite naturally ‘ t s surance t et articular Gecision 1s 

ewed the transaction was this:—it per- the trust ae teresting a . g.—it is not 

, mitted me to secure a deduction of $1,720 os apt Som bal wae one 
wt m my income tax all because of | the history of a policy), is a taxable aift | nent ae ean ee oe ee Old Law Still Holds 

oi remiums paid on my own life insur- within the meaning of the act wiiite- gga ma dP tages cgi a s Frick se was entered for trial 
a ’ nce. [hat directly contravenes the es oe ‘— “Gites amu te tied a is efore this iistri t court in the term 
, theory of the federal income _ tax law oift aeitiaeal a? eq ng November This opin- 
a neerning the gen@ral non-deductibility bs lund on - ist hee ' down It 
se m the income tax because of life in- aa , an transterred me st be b nind that this deci- 
surance premiums paid. Even though it the it me oj hich m he used te sion is by the lowest federal court 

to may not be a direct deduction,—who stcanatiiieaa ; ; ximatel 113 federal 
- can seriously deny that there existed © RR ages am ornmnast strict judges f whom the distin- 
,- before the passage of this amendment a tite s of Gils cheedier oo 1 | oaks nudge rendering thie decision is 
opportunity that did not rest on = afl thew an There are 80 other United States 

juity or fairness tor a surtaxpayer to f tal nor re seems Strict courts. From listrict court 

escape some portion of his taxes and ‘ +] ‘ 4° a6 << nee this case goes to the 1 1 States Cir 

is still carry his full line of life insurance? this nev - t tax sect se rt Appeals, where several 
Loophole Thus Filled We are all familiar with that section “ sit rom there it passes to the 











of It is quite natural, therefore, that 

“a the government- -h ving seen this in- 

i consistency, this loophole in the aw, > 
has sought to amend the law and fill in 

\ this hole. The new amendment appears 

to be in unambiguous, plain, and direct 

a language. The government, as the tax 

e ( lector, now s in and Savs the 

m ere intervention of a trustee or trust 

"i created bv the —P licvholder for his life 

+ insurance, shall not change the essen- 

. ial theory of the law: that there shall 
he no deduction from his income tax 


because of the premiums paid on his 


e : ~ 
“ ‘ wn life insurance It makes no dif- 
1 ference whether or not his life policy 
0 has been set aside as part of a trust 
" created by him And, further, under 
: the last part of this new section of the 
e law, it makes no difference whether that 
trust is revocable or irrevocable:—if 
nv of the income under the trust fund 
is used for the payment of the life in- 
5 surance premiums on the life of the 
[ creator of the trust, then that income, 
1 under the new amendment, must be in- 
, ctuded in the individual income tax re- 
l turn of the creator of the trust. It 
1 cannot be included in the income tax 
y return of the fiduciary. The only ex- 
: ception being where the policy proceeds 
mies for our business bv unjust or 
needless criticism. This amendment is 
not an added tax on life insurance. In- oO 
creased burdens on life insurance we Insurance C « 
must resist with all our powers: to that 
I heartily subscribe But let us reserve 
our power for the real attacks on us. 
Let us not scatter our power in futile 
tault-tinding against in imendment I N D I A N A POI I S 
: / 2 


- ire pavable to charitable or educational 
which merely makes the mcome tax 


. organizations, ete., as specified in the 
Se ae ae Established 1899 








Is Not Radicalism 


; “We cannot charge this amendment 
in question to any radicalism or any 
blocs in Congress. The amendment was 
in the original Mellon bill and was ap- 
proved alike bv the conservatives and 
radicals in Congress. I have seen com- 
plaints concerning it Such complaints 
ire not justified. Let us not make ene- 








w more consists 
} 


law 
tir and equitable amen en 


Gift Tax Added 
“There has been idded to the in- 
ternal revenue act a new section estab- ° LLEN 
lishing a tax on gifts, the laneuage of 


ich is very broad. The gift tax is PRESIDENT 
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- F let me be the applicant. I am a little policyholder, who is slipping downhill 
insecure in my finances, yet | feel I can towards bankruptcy, is this: when the ] 


TREND AWAY FROM THE IRREVOCABLE pay for a $5,000 policy to protect my final legal act of bankruptcy comes, the | 


BENEFICIARY Is SHOWN BY BULLOCK wite. If the threat of bankruptcy is surrender value of his policy Is €X- 
genuine, then bankruptcy must be hausted by loans and there is nothing 
| nearer than two years away. We must left to which his creditors can lay claim. 
ssiita id ; i always remember that under the federal The experience of most companies has 
HERE is always interest in the | more we are satisfied of the general de- bankruptcy act all that is available to. shown the above statements to be true 
question of retaining the right to sirability of the reserved right to change the trustee in bankruptcy, the repre- in fact. Of the thousands of policies 
change beneficiary, the reasons for | the beneficiary. Or, I will put it more sentative of the creditors, is the net surrendered in our company in the last 
adoption of one plan or another or the broadly another way: he, she, or it, (for | cash value due at the time of the peti- ten years, it is only an infinitesimal frac- 
trend of practice _ in this connection it may be a business concern), who pays | tion in bankruptcy—nothing more. Also, tion of 1 percent of all that has been 
the address given by Chandler Bullock, | the premiums, who really owns the pol- we must remember that if that then surrendered to a trustee or receiver in 
vice-president of the State Mutual Life icy, should have the reserved right with net cash value is tendered to the trustee, bankruptcy. In brief, the objection tha 
ot Massachusetts, ‘before the annual complete control over the policy and | he must release all claim in the policy. a wife may lose a policy to the insured’s 
agency meeting is of particular value. full freedom of transfer——should have Now, no surrender value whatever at- creditors, if she is only a revocable ben- 
Discussing the irrevocable or vested | all the incidents of ownership. I doubt | taches to our policies until the end of eficiary, rests largely on theory and not 











beneficiary question, Mr. Bullock said, if many home offices now differ on that the second year. In brief, 1 can name. on experience. 
m part: ri — ate av ave e . aa : - P 
I point—whatever may have been the! my wife as revocable beneficiary, and Inadvisable at Inception 
Majority Retain Right view of the past. vet if I go into bankruptcy at any time 
0 ; “Of course, it is rather essential in Wj , f e date of . “I am not arguing against ever namin, 
How many of our policyholders re- jc; ' ead vithin two years from the date of the ! suing agaist eve t 4 
serve the right to change the | business insurance that the concern be | application, the trustee has no claim an irrevocable beneficiary for individual 
) F e : ne- ae : : T : 
ficiary without the con ree f sh rene the irrevocable beneficiary or the abso- | whatever on the policy,—because there surance. There may be times when 
€ » mse o ‘ Z » - . ° . . . . - ° Ye 
and how many do not? I h ar tad lute assignee. But the very reason for | is no cash value to it. a policyholder senses ultimate financial 
—~ é ) yt: ave ¢ . - - 
: . : ave Nad that is because the concern usually owns disaster after his insurance has built up 
my department examine the »pl ons “wa : Ja Policies Loaned to Limit 
P apphcation } - aw ‘ 
need aiiia maine Of om tly 1000 i the policy and pays the premiums. The a value. If he can resist the temptation 
‘ é S Ol @X: F- a- = ° . zs ~ 
pal i appica- same is true with other forms of lite Ah! but somebody says I may not go to borrow, let him at that time make 


tions which were filed in a fe : i } 
this last month ty 7: se — of insurance where the insured is nothing into bankruptcy for several years after his wife his irrevocable beneficiary or an 
a> ol : Ss ) *¢ . : : e ° 
panies Poss ey . ae ieee a more than the life insured and some | my policy is issued—when there is a_ assignee. He is a very dull policyholder 
Ss 5s, « 4 er r ’ ? i ] 
; - and tese party other than the insured owns the | surrender value. Well, what of that? who cannot then arrange this properly 
applications and title papers doubtlessly ; ance and vo “sa etd 2 a Bs <—"* Rete agen a e tocaliy in due time ave the ; 
will give the present running insurance and pays the premiums, Let us analyze that situation. sank- and legally in due time to save the poi- 
Ss re . - . : . . . 
I nning average. ruptcy is not a matter of sudden growth, icy. What I am arguing against is the 


“Of these 1000 ; icati 39 am Agents Often Responsible : 
. applications, 32 were it is not the twinkling- of-an-evye matter | general inadvisability at the very incep- 


od USING J insurance, so we exclude rhis brings wu back to the query | as death may be. It is a matter of slow | tion of the policy—in the application 
these irom consideration. In the other as to why did 56 out of 1000 of our new development 1 am sliding down hill | itself—of deliberately taking in another 
#68 applications, the right is reserved policyholders—who are themselves pay- | certainly months—sometimes a vear or vested owner in the policy. 
in 912. The insured denied himself the ing the premiums on their policies— | 4 year and a half.—before I actually slip : < one oe - 

the ae . , ¥ Ss ‘anno en “uture 


right in 54. In two, the insured denied deny themselves in the application the | jnio the bankruptcy courts. During that 
himself the right to change the primary right to change the beneficiary. What slipping period as my creditors press 
beneficiary, and reserved the right to was in their minds? Or in the minds me. 1 seek to satisfy the most urgent 


“Besides the bugaboo of bankrupte) 
what other reasons are there against re- 


change the contingent benefici: s ag i “n- i . 
ane ngent beneficiaries who of the agents who advised them? ; I men- | ones and I obtain money on every asset serving the right to ch inge to the owner 
= minors, tion the agents on this point for this that I have If I have an insurance | © the policy? I can think of none ex- 
“In brief this examination ‘ aS Too ofte icy > , r? lg : . ong ~e : » insure av fez i lf 
ation shows that, reason. Too often, policyholders who policy with a loan value, | borrow on it: Pt that the insured may fear himsel 
: and his own restraint, and may really 


excluding business insurance, out of have been tied up by the denial of the I keep borrowing on it to its full value 


1000 policies recently issued, the per- | right to change the beneficiary, blame | Jy js only natural that I should do so need his wife’s partnership in the policy 


contract and in all his other assets. 











centage of policies with no right _re- this tie-up on the agent's advice. Every policyholder in a pressing finan- ° , 
served is 6 percent; and with the right “Some applicants and some agents, I | ja] Situation does borrow Phere are, of course, such cases. 
reé served, 94 percent. Thirty vears ago fear, overstress the effect of the insur- : j . “Vet, if the owner of a policy denies 
it is quite probable that the reverse ed's possible bankruptcy. Fear of bank- Fear Is Unfounded himself the right to transfer the bene- 
would have been true. These figures ruptcy, more than anything else, leads “What is the result? [keep my policy _ ficial interest, he also denies to himseli 
show the drift away from the old. to the denial of the right to charve the | borrowed on to the limit with the obvi- complete liberty to do as he chooses ‘ 
customs. beneficiary. Let us briefly analyze this | ous result that there is no surrender with his ‘own valuable asset, his policy 

“The more some of us observe the fear and see if it is really justified. value left beyond an infinitesimal equity. He marries, and then come the children 
practicai working of life insurance the “For the sake of concrete illustration, | In brief, the situation in regard to the from time to time, some money-earning 
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| IOWA BRANCH MANAGERS AND GENERAL AGENTS 

Ee Hoff Bros. Flying Squadron L. L. Hutchinson Drake & Tait C. H. Mattox S. C. Culbegn 

Ee 4107 Hippee Bldg Leon, lowa 409 First National Bank Bldg. I. O. O. F. Temple Jefferson, | 

Ee Des Moines, lowa Mason City, lowa \mes, Iowa Stirlen & 

E Abraham Block Muscatine, @a 
: . Chas. H. Gelo Muscatine, § 

Fe Chas. D. Hellen, City Mgr. 222 Sunderland Bldg Wallace E. French Red Oak, Iowa C. H. Kellg 

E 26 Liberty Bldg. Omaha, Nebraska First National Bank Bldg. Charles Citflowa 

"| Des Moines, Iowa Fort Dodge, Iowa Dan Rogers . " 

sf 2253 E. 4th St W. Jj. Kne 

: : hnson BS : 

=) . Stuart Davis W. C. Jo Waterloo, low: Audubon, ¥ 

Ee 2 Mullin Bldg Osceola, Iowa A. H. Avery te gaia 

= ens ee pid 1 a Spencer, Iowa B. Frank Shane Alfred Mo 

$ ai ayit 9 OWe : ; : S ol City a 

FE Lange’s Insurance Agency Ottumwa, Iowa —_ 

E William Nelson 402 Federal Bank Bldg. C. H. Thomas H. M. Culbertson Clarke & 

Ee Belmond, Iowa Dubuque, Iowa Seymour, lowa Panora, lowa agle Groyowa 

EF 
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© Paid to Policyholders . . .. . . . Over $ 16,000,000.00 
& Imsurance in Force . .... . . ~ ~- Over $115,000,000.00 
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vs, some more dependent girls. He = to meet the ever changing family condi- 
annot read the future. With the con- tions can probably be more surely and = - . 
: t , ana 7 T 
stantly changing family conditions—to more quickly obtained, if the policy is SOME OFFICIALS DOUBT THE VALUE 
i] properly meet them he absolutely needs an easily controllable ontract in lus — “~y d Ices 
| roperly meet them he absolutely needs an easily “controllable contra OF SOME OF THE LATTER DAY CLAUSES 
on to time to change the meth- hands alone. 
ds of distribution of his insurance “Not only is the best life. insurance 
\Why should he not in the first instance policy a protection for dependents, but ROM 1 ne , ' 1 la hah] , 

' . at M th standpoimt of tl ite as ould most probably offs the 
make his own contract so that he may 1t also can, and should, be a good in- F 2 Sa af idit a +} sal a Ne r 7 “ 
change its payments without some one Yestment,—a pliable, transterable asset sata pans . — aos — Z "7 - “ ce expense 7 settling . estate 
else’s signature and agreement? An ir- 1! the hands of the one whx pays f t ; and permanent disability and double where the imsured’s affairs were in a 
revocable beneficiary, or part owner, Should Guide Prospect indemnity clauses is a costly propositior - w Or less involved - mggeemngens “et - 
may or may not be willing—or mav out oi: all proportion to the premiums result of meeting death in an accident. 

e away, or sick, sometimes insane. But : I he retore, do not let an applicant tor charged. Take the double indemnity And would not men prefer an income 

even if he or she is obliging and well individual or family insurance who Pays alone The premium runs from $1 per in event of disability that was total, but 

here needs must be the consultation 5 Own premiums, without the best of  ¢) 900 to $2. This premium is sufficient not permanent in the strict interpreta 

and the required signature to the re- "&@soms “better than are often solar" “ to set up reserves to cover the risk, but tion now drawn Men may be ill for a 

ouired release. All this means time and @¢ny_himselt the right to change the what | uppens in case there is litigation sufficient length of time to interfere 
delay—and the delay may be fatal to beneficial interest Home omce exper! in settling a given claim’ As this clause. seriously with their ability to maintain 

just distribution of the insurance to th ——— shows ew course gives is ordinarily written, there is always the | their premium deposits and_ still not 

meet a sudden shift in circumstances. t€ Most. ultimate bacccmeayine at 2 rf possibility of dual construction, from its come within the protection of their life 

I = , . owners of life insurance policies And a onan ees a ag wander tr cal ieenetite ai Sag gga pet 
veree Question Important a satished policvowner makes a more — 1] sir oa : ke - sec. “oa pe ns cota Se oe Ce eee ees, ree 

“We decry the misfortune of divorce. Persistent policvowner.” nr a a word venstey ose ape aoe a tae 
But the tendency to divorce is increas- Se a ; of oul 1 ™ na —* The . Are They Worth While? 

4 : . sands o adoub 1 It \ san 
ing. We have seen policy after policy Guardian Leaders Club Elects ae scallliea tainting aiiaiiiinee ‘aia Deflectinns such as these lead many 
: a ° : PF pr t appities to t isa claus : . ‘ < ‘ . 
eld up, useless, tied up between a di- In conjunction with the regular con- iis Gitlinn Cindi tea , t vhtiul me office officials to 

) “e 1 5 . ? J « ‘ a a . ‘ase . 2 
i reed man and woman as the unfor- vention meetings of the Guardian Life — F . — vonder if these added provisions, many 
tunate re sult | of an irre yoru beneti or N \ at Yelk wstone Park the execu- he privile ves extel ded t pal and | te t s are their advant izes can 
clary, . “—_ in the old honey- | tive committee of the Leaders Club held holders of having these clauses added to properly be « sidered a part of life in 
moon ——. \ - a more Cases Ol its regular meeting, electing the follow old policies, and of adding them to con- surance Some even go so tar as to say 
sa gett edb a ff oes ing othcers to guide the club during the tracts chosen to convert term insurance that their total climination would result 

I We ’ ‘d teagepest~roge Pigen airs often coming year: President, E. A. Gillispie, have made it necessary for the cor n a saving to the policyholder that 
- ee 4 ie com _" ap any lien Shreveport: tirst vice-preside nt ( H panies to imecrease thei departments would go a considerabk stance m 
page a ore + Rige ew the owner may \on Breton, Los Angeles; second vice handling changes to policies as ich as arrving similar contracts with accident 
ne se S . s sec . ’ 

_> 5 use bw poncy a ecurity with president, Jacob Grob, Cleveland; vice 100 percent In many Cases The amount nd health which would offer more lib 

an or the insuring company for < to ant - nace , , Roneaill 
loan quickly made W hy 1 cP presidents-at-large, Manager >. of detail and recording involved in eral coverage in some respects 

onal seu = ; las | .< Doremus, (New York) eastern district; meeting the policyholders’ desires it There is. as usual the other side of 
— an ——— to delay mn Nis insur- Manager Dudley Spain Columbus) this directic s tremendous ds the he ny ¢ wi s to the effect it the 
ance contract: southern district; Manager | N. Oistad, home office expense ts creased accord publi having een shown these ! Ms 

Tendency Is Beneficial (St. Paul), central district; Manager R. jngly f contracts, likes them because it gives 

“|: F b : reo) or } stern ? ; +} ’ sf ‘ sat +) } | ; , 

“The growing tendency to reserve to A. —s 1 iS ey 9 , om % a Many officials eel 9 . " 7 e individual wide protecti ne 
the owner of a policy the right to change ewes am REINS GIST IC necessary to offer these advantages as it policy Ihe yuyer of insurance is 
the beneficial interest is the wise one. : “To : is to keep up with the styles, but that seldom in a position to judge the merits 
l.et the policy of insurance be protec- Union Life Will Expand there is some question as to whether of the case fully, but it does apparently 
tion; yes let us never take from it the General Manager Elmo E. Walker of | they really ve a place lite surance Il the I e result is that, were the 
cloak of protection for dependents. But the Union Life of Rogers, Ark., is now W1 reast s there paying ¢ ‘ mpanies te t Ww tos ese 
that protection can be just as well se- preparing to make formal application the face of the policy event c leatures, there W | be a tremendous 
cured by a reservation to the owner tor admission in Mississippi, Alabama dental deat! Would it not be equally outery not onl n the part of the agent 

. ° ' : ’ , , ‘ 
‘ alone of the right to name his bene- and Missouri. The Union Life has a reasonable v ¢ le the wh sie c : vas 
ficiaries—as by a denial to him of that splendid organization in its home state, policy the sured we s t t larg 

ight. Indeed, as we have attempted to being represented entirely by bank offi- period SIX ths betore his deat atte ill : \ ts 
point out, ultimately better protection  cials. The accumulated expense the latt st hee 

i, 
meee 
sf 
3 
w * oa 
| 
| 
rts 
a 
| 
‘ 
Pa ie) 
— 2 
i 
. . . . . . - — 
Ie rAle . _ . . , > ot is 
A successful business institution operating in twenty states of the s 
C. Culbegn U ° } | , ° = 
| . ~. aa . . el 
“ade nion should carry the endorsement of its home people. The citi- 5 
- . . . res | 
en 8 yens of Iowa have stamped their approval his aggres 
a oaili Zens O owa Nave Stamped their approval upon this aggressive % 
iscatine, @a ss 
a ° + . , . . vd 
H. Kell ; any. Over $42,500,000 of the Royal L 5 | ss—whicl 8 
- Kell company. Over $42,5 of the Royal Union’s business—which 2 
‘ ’ ’ 
aries Citfowa 2 x ad e - 3 
. at” PY aCOE . P . oO > pe | 
is in excess of one-third its total business in force—is upon the 5 
4 
° . ° n ‘ ° ie 
’ N re » ‘ r ° ‘ ° ‘ — 
lives of lowa men and women. Approximately $1,000,000 of this : 
¢ , > ar > - _ P i Kel 
amount was secured in June by our splendid lowa agency 5 
organization. 3 
iesi 
ved 
es 
- 3 
7 5 
ee | 
| 
— 
= 
es 
Mohes Iowa : : : 
_— A. C. Tucker, President Wm. Koch, Vice President & 
D. C. Costello, Secretary S 
=| 
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Educational Work Being Done 


WoMeEN are becoming a greater force in doing much to promote the betterment of 
busine Their power in life insurance is life. Miss Seaver explained the educa- 
emphasized. Women agents are increas- tional insurance program of the Federa 
ing in number and efficiency. Many gen- tion which began in 1921. The Federation 
eral agencies have women departments ordered an investigation to be made on 
that are doing splendid worl The Na- the question “Is Insurance Essential to 
IONAL Lire UNpberwriters Association Health.” Miss Atice Laxey, the talented 
at its Los Angeles convention gave official editor of “Insurance” of New York, was 
re it! to the GENERAL FeperaTion delegated to make the _ investigation. 

Women’s Ciups in having a delegate, Miss Lakey has been a_ powerful 
Mi M ARGUERI SEAVE! peak. Miss factor in the Federation movement. 
SEAVER is connected with the Paciric Mu- She has prepared a number of re- 

t ! Los Angeles, conducting its ports and made many talks She has 
é at urance bureau given the members a broader vision of 

There a ne 40,000 clul the Gen- insurance. She is spreading insurance in- 
eral erati it total membership formation of real value to the members of 

2,800,000 women. This is a magnificent Federation. It is a movement of real 
rg ration of thoughtful women who are importance to life insurance. 
Large Percentage Rejected 

N ITHSTANDING the steps that com- least a good percentage of those who 
panies have taken to conserve all busi- were declined were cognizant in a wav 
ness | e through estal ig sub- as to their physical impairments and 
sta! ts, ther vas declined were of course ambitious to get all the 
las ear 5 old line companies in insurance they could carry. While it is 
the ed State ine in Canada, intended to call attention to the fact that 
£750,000,060 wrdinary life insurance. with all the facilities and changes by 
This means that the rejections outside companies, whereby impaired risks are 
of 1 e rated d_ take care of rated up, there still exists a great body 
thr g ibstane departments of individuals who must form the army 
an ted 0 percent t irance of those who cannot get any kind oi 

1¢ é erag ize of the poli lite insurance. The total amount of such 
rejecte " ne-third larger than that desiring insurance during last vear in 
c f ssur ndicates, at 64 companies amounted to $750,000,000. 
cording to the ] E oF Tow that It also indicates that manv of the re- 
the ¢ ‘ ere rejected de jected applicants put off too long the 

r¢ f t et those effort to secure insurance. This is a 
ce ther sa good argument for taking insurance 

- ] that at now ad 
Secretary Mellon’s Views 
the Tr t y W. place. This has the effect of pe teapee 
M tedly give é the price at which securities can be sold 
tt rce rgun ent e¢ These high rates of tax, in their appli- 
f er! e taxe ition, do not show, therefore, the true 
ré s4 t oport of the estate taker 
t f f y ¢ t ealize ‘Ir ts practical effect, a 40 percent 
the I nee requires tor its satisfaction 50 pe 

1 r et M ‘ I e of the normal value of the 
f expert t ( te, and, i ome cases where a1 
‘ estate is burdened with considerable 

ebtedne usual where the de 

f f tv engaged in active business 

t of r r e destructive effect i till greater 

} vestment whic re of the 

His exe ( quir nd marketable character 

I eet 1 ealize 1 ‘ the effect to an extent, the same 
f the de ‘ ert ¢ the public kr that a sale must 

e effect ‘ ‘ d there is an immediate 

‘ give tice t [ ‘ cact quoted market values in ar 

ta for V take ticipation of the liquidation 





= PERSONAL. GLIMPSES OF LIFE UNDERWRITERS 








“Tommy” McLaughlin, formerly as- 
sistant in the life department of the local 
office of Travelers and now in charge 
of this department in the Des Moines, 
Ia., office, paid old friends in Milwaukee 
a visit last week and incidently “got 
in” on several interesting social events 
Mr. McLaughlin, rated as one of the 
finest golfers ever turned out by a Mil- 
waukee office and for many years a 
prominent contender for the amateur 
championship of Wisconsin, failed to 
participate in the annual play for the 
state title this year, for the first time 
in many years. He was the moving 
spirit behind the insurance golf league 
which kept things moving in Milwaukee 
golf circles in 1923 and was active in all 
local tourneys. Golfing activity did not 
prevent him from being such a top-notch 
insurance man that when the Travelers 
had the Des Moines vacancy there was 
no thought of any other man for the 
job but “Tommy” McLaughlin. 

Ben F. Shapro of Oakland 
ager of the Equitable Life o 
who is attending the agency 
of the company in New York this week, 
will be in Chicago next Tuesday as the 
guest of E. F. Schloss, one of the Chi- 
cago agency managers. Mr. Schloss will 
give a luncheon at the Hotel La Salle 
on that day to Mr. Shapro and Leslie 
Wright, who is manager of the Equita 
ble at Portland, Ore. Mr. and 
Mr. Wright were formerly associated 
with the Shapro Agency. Mr. Shapro 
has built two big agencies, one in Oak 
land 1 in San Francisco. 


and 


Cal., man- 
f Ne w York, 


gathering 


Schloss 


one 
“Darby A. Day, Chicago manager of 
the Mutual Life of New York, is one of 
the directors the Guardian Na- 
tional Bank of that city, which will take 
over the quarters now occupied by the 
National City Bank, soon as the 
latter vacates time in September 
Henry R. Kent, former vice-president ot 
the Fort Dearborn National Bank, now 
vice-president of the Continental & Com- 
mercial National Bank, will be president. 


ol new 


as 


some 


Charles M. Hayes, president of the Chi- 
cago Motor Club and prominent in the 
Inter-Insurance Exchange of the Club, 


is a director. 


Dr. Brandreth Symonds, chiei medical 


director of the Mutual Lite of New 
York, died last week at his home at the 
age of 61 In 1888 he joined the medi 
cal staff of the Mutual Life and becank 
chiet medical director in 1907 bic 
served in turn as secretary, vice-presi- 
dent and president of the Association 


Medical 


of Life Insurance Directors. 


made a> 


James E. Bragg has been 


sistant’ manager in tl Charles 1b. 
Knight general agency ot the Union 
Central Life in New York. On Sept. 1, 
he — retire as instructor in the New 
York niversity where tor two vears 
he has been connected with the life in- 
surance salesmanship school. In May, 
1919, Mr. Bragg became agency man 
aver for Sigourney Mellor, who was 
eneral agent for the Provident Mutual 
Life in New York Cit He became the 
first executive secretarv of the New 
York Cit Lite lL nderwritet \ssocia 


4 Ww Peney il al cnt ol the 
Mutual Life o Ne York it | ins 
ile, Ind., died a few days ago at Fres1 
Cal. where he had resided for a few 

eat 

William (“Billy”) Butzen, proudest 
boast of the Clifford | McMillen & 
\ssociat home peneral agen ot the 
Northwestern Mutual Life at Milwau 
kee, has set out for the north woods and 
three weeks of olid rest and comiort 
Mr. Butzen is the only member of the 
McMillan force of nearly 100 to make 
the Marathon Club of the Northwestern 
Mutual this year, an honor going to 





men who have written 100 or more ap- 


plications during the agency year of the 
company. He will spend most of this 
vacation period at McMillen’s famous 
“bear” camp, where “Schmitty,” black 
bear cub mascot of the agency and now 
a resident of Washington Park Zoo, 


was captured. 


S. W. Morgan, agency manager of the 
Bankers Life of DesMoines at Lincoln, 
Neb.. dropped dead in the lobby of the 
Hotel Windsor at Montreal last week. 
He was a member of the party of agents 
of that company which was on an ex 


cursion to the Canadian metropolis. His 
sudden death cast a gloom over the en- 
tire company and many of them can- 
celled other vacation excursions and 
returned home Mr. Maynard joined 
the Bankers Life as a sub-agent Sept. 
20, 1910. He soon exhibited an unusual 
capacitv for the business and was made 


igency manager for a district composed 


of a number of counties in_ central 
Nebraska. On Jan. 1, 1920, he was 
transferred to Lincoln, where he con- 
tinued to render most capable service 


He Was deservedly 
high in the estimation 
Bankers Life. 


for his company. 
popular and stood 


the officials of the 


Frank M. Peters, president of the 
Federal Union Life of Cincinnati, left 
last week for Maine where he is going 
to put in a strenuous vacation hunting 
nd fishing 


president of the Co 
leit last week 


Motor-boat- 


Sumner Cross, 
lumbia Life Cincinnati, 
his vacation in Canada 

sailing and similar diversions are 
going to occupy his time not devoted 
to absolute loating. Business is the last 
thing that is going t his mind. 
ill get in side. 


of 
lor 


Ing 


entet 
some goli on the 
W. H. Dallas, superintendent of agents 
the Atlantic Life of Richmond, left 
this week on a motor trip to Canada, ac 
companied by Mrs. Dallas. He planned 


tor 


to spend most of his time in that coun 
trv seeing the sights in Montreal and 
Quebec. Mr. Dallas is on his vacation. 


W. F. Goodell, 
the home office 
Des Moines, will 
ciated with the 
ot the Equitable 


who is connected with 
the Central Life 
shortly become 
Rice & Tyson Agency 
Life of lowa at Hagers- 
town, Md. Mr. Goodell recently mar- 
ried Miss Gladvs Hadlev, daughter of 
Second Vice-President and Secretary 
Ben F. Hadley of the Equitable 

L. Brackett Bishop of Chicago, gen- 
igent of the Massachusetts Mutua! 
Life, returned home a few days ago from 
a two months’ trip abroad. He visited 
London, Paris, and spent a week at 
Ostend. 


ol or 


asso- 


eral 


Dr 
red al 


Edmond Souchon, distinguished 

scientist and educator, and 
father of Dr. Marion Souchon, medica! 
ot the Pan-American Life of 
Orleans, died at his home in that 
Puesday He was 82 vears old. Ih 
the south of its 
in the medicine 


director 
Ne W 
city 
bis passing 


' ted 


oted 


loses 


the Id qt 


one 
heures 


Paul M. Simms, representing — the 
Fidelity Mutual Life at Hope, Ark., has 
recerved a telegram trom the compan) 
congratulating him upon attaining the 
position of “honor man” among agents 
of that company tor Jirly He wrote 
more business during that month than 
inv other Fidelity Mutual agent 

an a great behever in the three 
cighths division of the twenty-four hour 
day—eieht hours for work, eight hours 
tow leep and emht hour tor refresh 
ment and recreation lf | have varied 
much from thi it ha been to work a 
littl longer and to use le time for 
recreation.—Theodore Roosevelt 
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1 it ic¢ s een is 
CONSERVATION PROGRAM "2. =, jvtier discussion Sth 
subject on the published program of 
—_- he torthcoming annual meeting of the 
’ : American Life Convention 
Tremencous Volume of Life Busi- en wentioes af gemmasuntion eamuiien 
. largely one tor individual solutio vit 
ness Going on Books Watched —— Pie erg te tee ve age Di 
erent companies have wide divergent 
With Apprehension views as to the best method of accom- memes aw 
piishing the desired end »~ome oft them 
- maintain conservation bureaus at their 
- home offices The Northwestern Na- 
CITE PREVIOUS HISTORY iionai and the American Central are 
ee among these, and both have had notable 
success in reinstating lapsed policies 
e e - ther companies hold to the opinion 
Former Boom Years Have Been Fol O hold 
: : that if an agent has hausted his rf 
lowed by Periods of Excessive scala 1j Me egg : 
sources with a pol older, that the 
Lapse Ratios policyholder will pay no attention t 
: communications trom the home ofthc: 
and that it is a waste of money and 
Does history repeat #selfi? Ii the time to write to him. The ld 
pre vailing belief that it does is well knows the agent It he will not be in 
aia tien a Ae - fluenced by him, he cannot reasonably 
ounded, then the enormous volume ol be expected to heed a stranger This 
new susiness American and Canadian attitude. of course. does not mean that 
life insurance companies are writing is such companies do not recognize the | All Ages up to 65 
a challenge to the management of these portance which attaches to the efforts } a > — : — 
t siness. Th alaues feel that 
companies. A hitherto unattained peak ‘© S4¥¢ business. They simply feel that | | Participating and Non-Participating Policies 
hed ; rl the effort should be concentrated i } 
was reached in 1919 and 1920 8 their field men, and that the latter S d d dS b-S d d Risk 
was followed by a disastrous lapse ratio should be trained in methods of keep | tan ar an u tan ar 18 s 
the two succeeding vears. In 1923 an ig their business im fores P ° 
cients Satan m ao rompt Service 
upward trend of general business condi- Many Methods Used P 
| 
tions began During that vear nearl Whe Equitable of New York has give 
$12,500,000,000 of new business was is- a great deal of thought to the subject 
sued in the United States, and accord ot conservation, and trom time to time 
ng to current reports from companies, has published special educati 1 ma 
+} rroductiotr ft 7 « husin ; ei] terial fo he benefit of its agen 
he production « nev yu ess 1s. still erial tor the enenht t its agen : 
going strong. The present year bids Still other companies have tha Excellent territory for General Agencies 
ee | . =» Sites anounll t} bes res s “ould he ined i} 4 . : : 
fair to establish a new high record he best results could _b¢ ed TH open in Illinois, Minnesota, South | 
; ss through a corps of traveling men, under , . ome , 
Sound Waereting Hen the supervision of the home office. The | | Dakota, Kansas, Missouri, Wyoming and 
It this presages heavy voluntary ter lefferson Standard tried this svsten ] Califernia $3 
inations, then it is not too early for having several men assigned to various 
company ofhcers and general agents to parts of its territory. i] 
think about ways and means ot keeping Some companies which undertake to i} 
this business in force “The business handle nstatements in this way re 
that pavs is the business that stavs” has Quire that the agent writir x th } 
been repeated so oiten that it is plati- mess forteit the current vear’s 
endinotn \ ' ' ; 1 of ] commission on all policies revive 
tudinous. nyone possessed of only a ' 





superficial knowledge of lite insurance @ home ice representative he 


knows that no company makes an enor- Mlssions us salvaged partially detra 

mous prohit out of lapsed policies, and the cost of maintaining the workers ] h MU | UAL LIFE 
that as a rule unless at least three years’ Such a provision really serves a double e 

premiums have been paid there is an Purpose If an agent knows he will =— INSURANCE COMPANY 


actual money loss from lapsation The lose his commission on a policy revived 
, ay Soe an fe 11 be mor 
real problem is how to make the busi- by the home office, he will be more OF CHICAGO, ILL. t 


ness stay on the books active in his own eftorts to prevent 


Consider Commission Change HPSS _ PROGRESS OF THE GLOBE 


\t the 1923 annual meeting ot the ' ‘ 
American Life Convention, some con Franklin Life Men on Tour Results for 1923 
siderable discussion was devoted to this Seventeen officials and solicitors of the GAIN IN INSURANCE IN FORCE 83 per cent 
subject \mong the theories advanced Franklin I te trom Springtield Il lett GAIN IN INTEREST. 31 per cent 
was one that the entire system of com- on a special car to join the party of GAIN IN INCOME 26 per cent 
pensating agents needs a thorough over- 148 company agents who will be guests GAIN IN ASSETS. ; 23 per cent 
hauling, so that the initial commissions on the $100,000 Club tour to Yellow AVERAGE GAIN IN ALL ITEMS. 41 per cent 
would be reduced, and the renewal com- stone park Officials in the party in 
missions especially during the earlier cluded Henry Merriam president; Henry This is away above the average of all Life Insurance Companies in 
vears of the policy would be brought to Abels, vice president; Will Taylor. sec the United States combined. It is a record we are very proud of and it 
/ a higher level. It was argued that this retary Toseph W. Jones, agency di shows how our policyholders appreciate the great service The Globe gives. 
f would tend to encourage agents to give rector, his wife and daughter, Miss Dor- 
d more attention to conservatior othy E. S. Barnes, treasurer: R. ¢ CLAIMS PAID BY RADIO--TELEGRAPH--SPECIAL DELIVERY 
Obviously, if there is any radical de- White, publicity director: ] : s 


) i a 
parture from the present scheme ot re iwency supervisor, and Miss Lillian M T. E. BARRY, President, General Manager and Founder 


I ONnevV, — 























munerating agents, there will have to be Ross, secretary to the president It is 
concerted action on the part of the com- the 12th convention ot the company 
panies, as one or a small group ot com 
panies undertaking to initiate retorm Prudential News 
would suffer a loss of agents, a conse ae ey ee 
quence quite as serious, Ho not More gug wit} ! number of agents wt fs 
detrimental than the lapse evil have thet tandards set for produ HE Company with the personal contract offers ex- 
Encounter Many Obstactes nary brancl Over 1 . . 
“ aa ; s leaders in tt cellent openings to clear-thinking, red-blooded 
wre are Obstacles even m the Wal divisior nd a still larger number x . 2 
of united movement to revise commis- pected agents who like to cooperate with the home ofhce and 
sion scales Existing contracts would Agent James A. Wise f ti Fairr nt q all L ee. coer ssibl j h : 
have to be considered: assent of agents W- Va. district, is promoted to assistant who will in turn be given every possible aid in their 
superintendent at Grafton, W. \ le 
uld | e to be o med 1 tle ~ . 
wore Rave to Be one It no effort tached assistancy of the Fairmont dis development. 
vere de to chagea itstanding cot amie 
trac but general agreement were \ . ' Xs 
entered to among the companies t me sows f t? ‘ rlestow! Ps oe "7 : , - 
agp thie 7 " = . & Write or wire for further information 
hake I new ontr ts or t MIS! Ww Va distr t H “ tak irae { ¢ ¢ 
which ould provide lowet first ind in assistancy H wy 
highe renewal com mss1ons this might Superintendent ¢ R Medsket . » 
ove feasible but on the contrary t we le gootl as cl ‘ ft New Albany 
prove feasible. but on the contrary "tag. district, is transferred to 1 SAN JACINTO LIFE INS. CO. 
. a es eee oe charge of Indianapolis No. 2, made \ 
the business. Apparently the American yy in, th of former 8 ntendent Beaumont, Texas 
Life Convention companies have not ] s Ht. Hue 
et reached the conclusion that it pnaia i : 
gg RE ag Mocs eee mee Mes ‘ “ ~ : H. M. HARGROVE, President 
, Ince vhiel ferred to s Meds 
} ‘ ‘ ! New A vad 
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‘“‘We Are Met on the Broad Pathway LIFE AGENCY CHANGES 








of Good Faith and Good Will.’’ 
1c) 

Stands at the top of the editorial column in our News 
Letrer. William Penn uttered it when making his 
famous treaty with the Indians—a treaty never broken. 

In its spirit Home Office and Field of the PENN 
Mutwat work in fraternal unison and reciprocal loyalty. 

Moreover, in that spirit the PENN Mutuat deals with 
its policyholders and their beneficiaries. “Technicality” 
was never in its dictionary. 

Places in our Field for capable men and women who 
desire to represent life insurance at its best. 


The Penn Mutual 
Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 
































Why Young Men Should 

{| Become Insurance Agents 
(a 
ey Seven Reasons for Life Insurance Career 
AMay 
wa 

(? ; ace ‘ = 
fy Lire INSURANCE is founded on the 
ry highest ideals. 

St It is capable of yielding a good income and 
St t is capable of yielding a good 1 
+o the satisfaction of accomplishment. 
“9 It offers opportunities for real leadership. G3, 
iy It brings the insurance producer in close NY 
rom association with big business and big busi- Vi 
a ma! | 
Ki ness men. ¢3,' 
tf It requires education in business methods, NY 
ee law and finance. “" 
las . » ° ° ° Pan! 
or It is a field for workers, not shirkers. Yo) 
Ly It is an alluring and practical calling for GS 
‘3 men of dynamic energy. ey 
4 <) Pay 
MK) rH 
ey VK 
MS Ny 
. ~ 
las ext 
fo), A a 
aw LiFE INSURANCE COMPANY As 
64, OF BOSTON. MASSACHUSETTS f%: 
p J 
way Over Sixty years in business. Now insuring nearly Two Billion fabdi 
m4 dollars in policies on 3,500,000 lives. : | 
> : 

ee) 




















Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 
Issues the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from $12.50 
to $1,000.00 with premiums payable weekly. 
CONDITION ON DECEMBER 31, 1923 


TEN Pee FE Ly al aL RE Daag $ 36,916,613.75 
Liabilities Ae SS LS EE ae PLES PER Ses 2 32,373,207.24 
SERA EEE SEE EG I ee eae 4,543, 406.51 
Insurance in Force dls Mabe on aes Abad akldkwaeinan 255,168,568.00 
Payments to Policyholders EP AES ND Pe ee ee ee 2,696,034.43 
Total Payments to Policyholders since Organization......... 32,747,895.35 


JOHN G. WALKER, President 














GOES WITH RELIANCE LIFE 





A. F. Colwell Becomes Manager of the 
Company for North Dakota— 
Leaves Union Central 





Arthur F. Colwell, of Fargo, N. D.., 
who recently resigned as manager otf 
the Union Central Life, has been ap- 
pointed to a similar position with the 
Reliance Life of Pittsburgh. Mr. Col- 
well maintains his headquarters in the 
De Lendrecie building, the same as 
heretofore. He is one of the outstand- 


ing life insurance general agents of the 
northwest, a man of great force, who 






| 









A. F. COLWELL 


has been interested in business building 
and good life insurance practices during 
all his career. Mr. Colwell was promi- 
nent in the old Northwest Life Insur- 
ance Congress and has taken a leading 
part in the life underwriters association 
movement 

George F. Sheldon has been appointed 
Fargo general agent for the Union Cen 
tral, succeeding Mr. Colwell. Mr. Shel- 
don was tormerly a teacher and a bank 
official at Iriquois, S. D 

Canada Life’s Michigan Lineup 


resignation of Gerald 
manager ot the 


ciated with 


Following the 


Pr. Eubank as Michigat 
} 


Canada Life to become ass« 

Hugh D Hart Little Rock, in the 
firm of Eubank & Hart as New York 
Citv general agents of the Aetna Life, 


Reem, tormerly general agent 


Mich.. has been placed in 


Gsuy \ 


at Saginaw, 


charge oi the Detroit territory and Hal! 
( Hancock has been made gencra! 
agent at Grand Rapids in charge of 
esterti and central Michigan. H. A 
Carr, who has been Detroit branch se« 
retary, has been appomted awency su 
pervisor tor eastern Michigan All ot 
these appomtees have made splendid 
records as organizers and personal pre 
ducers and are members of the principal 
club groups of the company 
Ward H. Porter 
\\ iH. I ‘ 1 1 ive 
Angele ! Missour State 
i bee ap) ed manage 
e Fidelit Mutual Life in at 
H erly weneral agent te hie 
| able Late t lowa in Ne 1) 
a4, and he ! ( pan entered 
( riia side { tra erred t ] 
\) ‘ ia pont veneral wel j 
ol ‘ Cah 
C. S. Halleron 
Nati al Liste of Cimem 
tered Ne 4 Jerse 1 ik 
© eleve tute which it lies ed 
{ - Hi ‘ i Ne ir} N ] na 


land Cleo D. 


been appointed state agent. He brings 
with him an agency force of eight men 
Mr. Halleron is well known in New 
Jersey, having been formerly connected 
with the Metropolitan and the Shenan- 
doah Lite. 

The following district managers were 
appointed: Young & Maioriano, Tren- 
ton: J. Hatalay, New Brunswick: A. 
Rosenberg, Elizabeth; S. Fulfaro, Pas 
saic; John J. Moore, Dover; M. Scerlx 
Jersey City; J. Chapman, Lakewood 


J. A. Stratton 


James A. Stratton, for 37 years gen- 
eral agent of the Connecticut General 
Life at Plattshurg, N. Y., has resigned 
to take a well earned rest. Mr. Stratton 
has established a splendid reputation for 
his company in the district, and carries 
with him the company’s best wishes as 
he retires. 





Fidelity Mutual Appointments 
Wilson T. Scott has assumed his posi- 
tion as manager of the Fidelity Mutual 
Life at Des Moines. Edwin H. Ras- 
mussen has become manager at Omaha 
Morse becomes manager 
for southern Vermont with headquarters 
at Rutland : 





Grant A. Sharpe has been appointed 
superintendent of agents of the Hackel- 
man & Shields Agency of the Massa- 
chusetts Mutual Life at Indianapolis. 
Mr. Sharpe will give most of his time 
to the development of an agency plant 
outside of Indianapolis. 





E. V. Creed 


E. V. Creed. who has been manager 
of the Sun Life of Canada at Saginaw, 
Mich., has been appointed manager for 
Oregon, with offices at 201 Northwest- 
ern Bank building, Portland, Ore 


F. T. Johnson 
F. T. Johnson, agency manager for 
the Bankers Life of Des Moines at El 
gin, Ill., succeeds the late A. H. Frazier 
of Milwaukee, who had charge of east 
ern Wisconsin. 


S. N. Randolph 


S. N. Randolph, formerly 
manager of the Missouri State Lite in 
the Washington and northern Idaho 
branch, has been promoted to the posi 
tion of acting manager in the Seattle 
office. succeeding S. C TPhompkins 
who was recently appointed manager 
at San Francisco Mr. Randolph has 
manager under Mr 
with the North- 


assistant 


heen = assistant 


Thompkins and was 


western Mutual Fire prior to joining the 
Missouri State Life 
J. B. Campbell 
Major J. B. Campbell, who has been 
connected with the Chicago oftice ot 


the Fidelity Mutual Life for some time 


has been appointed assistant manager 


( \. Schell, formerly assistant super 
intendent of agents is now the manager 
in Chicage 
BUSINESS AND PLEASURE 
Kthel Did you have a 
the dance last night 
Irma “Kinda 
Who was the handsome «1 ! 
ou with just after @he Intern 
He j i tranger in tow! 
Dashing, isn't he 
Nerviest ¢£ k I r 
I noticed 1} had |} 
kehtly about you 
I didn’t mind that ! 
What then 
Lh kt l ! 
that why 
No 
Well, would ul j | 
it ol ale 1 ! 
tim ‘ vere lunecing he A t 
! thie ife J iran 
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EASTERN STATES ACTIVITIES 











| 


NEW PRESIDENT IN OFFICE State Workmen's Insurance Fund and a 
plan to divide the state into twelve dis- 
tricts on Federation membership basis 


Walter G. McBlain Formally Inaugu- Phe committee elected Ray R. Helms INSURANCE COMPANY 


rated as Head of Pennsylvania of Reading, an agent of the Aetna Life FORT SCOTT KANSAS 


Insurance Federation as director to fill the vacancy caused by on 
the raising of W. M. Goodwi of Bet OLDEST KANSAS 


lehem from the committee to the vice- te ; . 
Y ORK, PA., \ug 20.—W alter G. presidency Other elections tod Conernney Agency Openings 








Tue CEntRaL Lire 








V 

}t t iv were 
McBlain of York was inaugurated here S. H. Poole of Philadelphia and A. | in KANSAS and MISSOURI! 
today as president of the Insurance Fed McCloskey of Pittsburgh become coun 
eration of Pennsylvania to fill the un- cillors to the United States Chamber — 
expired term of the late A. C. McLean. Commerce and ex-President Murray 
it was the first ceremony of the kind in and J. Dallas Smith of Harrisburg be 

, } Ins 


the history of the federation and was come national delegates to the | 


followed by an installation dinner. ance Federation of America Th C . ° > 
James ( Murray of Pittsburgh, a for Mr. McBlain, the new president, has é 0 um lan ationa ] e 
mer president of the federation, was been in the lite insurance business sines 

master of ceremonies. The new presi- April, 1894, when he became at 
dent was introduced by former Com- for the Metropolitan in the West Phila- 
missioner Donaldson, who had preceded ‘elphia district Insurance Company 


Mr. McLean as president. Mr. Donald \ large turnout greeted Mr. McBlait 


at the inaueuration ceren Re ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 


< rran 
ments for which were in charge of Wa 


igent 


son administered the oath otf ofhce 
Another speaker was Grant Ramey, 











chief license clerk of the Pennsylvania ter M. Graham, Clarence P.  Gnau 
| 1 rles S WS Te 3 hster = 
insurance department, who has just re- ‘ harle E eee teacy © Wi er | — — = —————— <== 
: Urban S. Bond, general secretat 


signed, effective Sept. 1, to become man and , 
ager of the claim department of the all ot York 


nage gee Casualty ot goes Columbian National Agents are in a position 
a.. with executive offices in hiadel- Results of Buffalo School to offer the best forme of 


phia. Mr. Ramey paid tribute to Presi 


dent McBlain, and the other speakers Final reports from the scl l 
spoke highly both of Mr. McBlain and surance salesmanship whi recently 
Mr. Ramey The latter has been con- closed at the University of Buffalo show LIFE ACCIDENT 
nected with the department since July, that the class wrote the largest amount 9 and 
1910, of insurance ever written by a summer 
Following the dinner the new presi school ot this k nd im the | nited States I H INSURAN( E 
dent presided at his first meeting of the -$3,310,000 
executive committee, which took up Grithi M Lovelace v} is} 
some important business, including charge. expressed himself as more that Polici b k d b F f h 
Governor Pinchot’s recent decision up- pleased with the general work d stud es ac e y one o the strongest com- 





holding the 10 percent differential of the record of the Buffalo class panies in the country, having ample capital, 
Si <= surplus and highest standard of reserves. 


IN THE MISSISSIPPI VALLEY 




















CENTRAL LIFE’S CONVENTION Discuss National American Situation 
— W. R. C. Kendrick, Iowa insurance: 

Annual Meeting of the Agency Clubs con missioner, attended the meeti 
Will Be Held at the Home stockholders of the National America 


Office hird’s eye view” of the  situat but 
| piesa LENS | Am Old Line Legal Reserve 
PSNI SSS ise sce's cic | Company has desirable General 
| Preeide ny There Wasa clash on the matter of eur Agencies available in_ Illinois 
C iM. Cartwviels, Mecacinn Giter Toe | bend afices fram, Matteaten te Wen 
“ter Agent's Relation to the Public heli seemed the. principal fssue. Ex: and Missouri for men who can 
How | Educate New Ag M geod 


Medical and Moral Section of Iiskx— Sever heen difficulty affecting the poll furnish records as producers and 
os a, See tected. Nearly all the stock was repre 


Comervation’ Department." o™n. sented either by attorney or in pers organizers. This is an unusual 


. = \ P ne - > . ae aeeel Fa , Mrs. Fletcher in Charge 
: — ns Mrs. Mary L. Fletcher, who is con . : 
: OE DSSS 9 88 Sten ected with the head office of the Insut opportunity for the right men. 
' Second Business Session ince Federation of America, arrived in = 
Piiday. 9 a. to. Mome Olice Guiltins Chicag his week take empora 
Assembly Room charge ot the Illinois ederation office 
Home <ttice Practices and Rules \ as the othcers have not as vet appointed 
| KM Weese, Vice-President a secretary to succeed Roval N. Allan Add ) ¢ 2 
Legal Phases of Policy Delivery—W. H who resigned to go with American Au 4 ress K-26 
Hinebaugh, General Couns: tomobile Association President Charles 
Plans for Securing New Agents—S. R H Burras of the Illinois Federation 
man wen agency Supervines stated that a meeting ot the direct 


Home Office Helps in the Field—John 
I> Seott, Agency Manager It ¥n a tee ane weeks telare action | C Th N . ° 

Question Box—In charge of F. H na tee . as Se oe ] U d 
richard, General Agent, and W. E. Pile taken are e ationa n erwriter 
\gency Supervisor — 

Individual Programs for the Ensuing Bokum & Dingle’s Record 
Year Every agent in attendance will be 


had not been called to elect a successor 











? called upon to report The Bokum & Dingle general agency 
Adjournment 12 m. ot the Massachusetts Mutual Lite at 
Municipal Pier, East End of Grand ave Chicago will have at the end ot August 
ve, 1:30 p,m, S. S. Columbia Private as much new business paid for as it had 
boat ride on Lake Michigan with all of 1923 Its 1923 business amounted 
dancing on board to $10,500,000 It is arming to close the — ——_—— — eee 











YiimM 
































20 THE NATIONAL UNDERWRITER 
year with $15,000,000. The agency will 
shortly open a full fledged women’s de- 
partment, as it already has a number of 
I HE MU | UAI | IFE women agents. The women agents are 
writing this year about $2,500,000. Bo- 
kum & Dingle’s general agency has been 
‘ the leader among the Massachusetts 
The Mutual Life Insurance Company o: New York has a ale rece se: FR ra Mia peng no 
record of EIGHTY YEARS of prosperous and successful busi- was second and Cleveland third. 
ness. It has passed through panics, pestilence and wars un- ssotianatan 
harmed, and to-day, as a result of eight decades of endeavor, Hold Annual Agency Meeting 
offers financial strength, reputation, magnitude, leadership, and The annual meeting of the Minnesota 
life insurance service. agency of the Central Life of Des 
- . - . Moines was held at Green Lake, Spicer, 
Those considering life insurance as Minn., last week under the direction of 
a profession are invited to apply to State Manager J. F. Branton. President 
O. C. Miller and Dr. T. C. Denny were 
° present from the home office and each 
The Mutual Life Insurance Company || «2 # ivsrising address on “Lite Tn- 
surance Service,” “What Central Lite 
of New York Has Accomplished and What Central 
Life Aims to Accomplish.” Andrew E 
oO ot Topeka, Kz - as sent and 
34 Nassau Street, New York ey St Speen, Dare, Wee peaeeet aes 
gave a most helpful talk on sales meth- 
ods. Adam C. Brown gave a report otf 
Oo oo — - sr 
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Mutual Life Insurance Company of Milwaukee, 
Wisconsin, in 1923 was upon applications of 
members previously insured in the Company. 


The 
Policyholders’ 
Company 


THE NORTHWESTERN MUTUAL LIFE INSURANCE COMPANY 


50.97% 





of the new business issued by The Northwestern 
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SIL AUKER 
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TE SPREAD TOP 


MILWAUKEE, WISCONSIN 


W. D. Van Dyke, President 


Once a Policy- 
holder—Always 


a Prospect. 
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MINNESOTA 


ROCKFORD LIFE 


For direct contract with Company, write to 


FRANCIS L. BROWN, Secretary and Manager 


Just Opened by 


ROCKFORD, ILLINOIS 
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the national convention at Los Angeles. 
B. H. Odell of the Minnesota agency 
gave a demonstration of “How to Can- 
vass a Prospect.” The North Dakota 
representatives of Central Life joined 
in this meeting and E. W. Cowdry told 
many interesting facts regarding 
Dakota as a state, its condition at pres- 
ent and prospects for the 





SOUTHERN FIELD 


EXAMINE LIFE OF VIRGINIA 














Virginia, Louisiana and Indiana De- 
partments Make Very Favorable Re- 
ports on Richmond Company 


Examiners ot the Virginia, Indian: 
and Louisiana departments have cot 
pleted an examination of the Lite hl 
surance Company ot Virgini 
three-year period ending Dec. 31, 1923 


[he company was found in very satis 
factory shape and they say in their re 
port that “those in control of its opera 
tions have reason to feel gratified with 
the results accomplished during the 
years covered in this examination.” 

\t the close o! 1923, 
surance in force totaled $94,610,545 while 
total of industrial insurance was 
558,023, the report shows Ledger as- 
sets were $35,857,507.96; net legal re- 
serve, $9,320,278: total surplus, $2,515.,- 
513.85 Total income for the 
was $8,069,745.39 (industrial) and $2 
641,393.78 (ordinary). Ordinary policy 
holders were paid $494,734.64 during the 
vear and industrial policyholders were 
paid $1,457,734.11. Total dividends pai 
stockholders since organization of the 
company were shown to ! 


have been $3 
814,923.50. Of this amount, $2,614,925 


ordinary in- 


year 1923 


50 was paid in cash and $1,200,000 in 
Capital stock is now 
consisting of 20,000 shares oi 
Mortgage totaling 
outstanding Dec. 31, 1923 

The report shows that on Julv 2¢ 
1922, the company acquired 
the block bounded by Cat 
Ninth and Tenth 
giving it control of the en 
five-story home office 
at Tenth and Capitol had been 
previously Within 
the past year, a new eleven-story build 
ing to take care of greatly expanded 

ness has been erected in the bloc! 

Tenth and Broad streets, adjoining 
the other building 

Phe report 


1 
stock $2,000,000 
$100 eacl 
loans $29,670,958.70 


were 


property on 
itol. Broad, 


Richmond 


tire block Its 
building 


erected ten vears 


shows further that the 


worrd of directors on Oct. 8, 1923, cre 
‘ted a special asset reserve of $600,000 
to cover anv fluctuation of securities 
wnd an additional special reserve 


$400,000 to meet unexpected mortality 





ARRANGED FOR SALES SCHOOL 
Memphis Life Underwriters Association 
Planned a Two Weeks’ Course for 
All Its Members 





committee of the 
Memphis Life Underwriters Associa 
tion, consisting of Homer I Higgs, 
chairman, George H. Holly and R. H 
Moore, have provided for an educational 
running a two weeks’ school 
For a membership fee of $4. the com 
mittee arranged for a 10 day lecture 
course by an experienced lecturer 01 
salesmanship, R. L. Taylor. He has 
had several vears experience in Mem 
phis and other cities, he being connected 
with the Sheldon School of Salesman- 
ship. In addition to the lectures each 
member will receive Knox’s “Science of 
Salesmanship and Business Efficiency.” 
The lectures began Aug. 11, lasting one 
hour from 8 to 9 a. m. for two weeks 


The educational 


course 





New Plan for Getting Agents 
The United Fidelity Life of Dallas 
Tex., has worked out a very successful 
scheme for securing and training life in 
surance salesmen. So successful was 

















witas 
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€ pla when tried ¢ i e hea 
arters Dallas that 1 ill ‘ 
ey $ s Cc otmces ¢ C 
iny. 
Briefly stated the plan provided for 
putting the men who are to attend the 
‘school” of the company on an $18 per 


c 
i c 
week salary. The term of school is three 
C 


weeks and tl advances made to the 
“students” in the nature of $18 per week 
ire really advances against the business 


they produce during that time 








rhe prospective salesmen ytainc 
through advertisements in d news 
papers. These advertisements say the 
company will men I the 
to sell life ANCE ! 
while training 





State Sues Negro Fraternal 


[he Protective Order ot Lions, negr 
nsurance order of Little Rock, Ark 
has tailed to retund money paid by 
olicvholders betore its charter was re- 
voked by Bruce T. Bullion, Arkansas 
insurance commissioner, according 
charges in a suit filed against the de 
funct order by Attorney General J. S$ 


{ tley, for the state and the Pp ylicy- 
olders 
Th lode reanizved nd } t 
ne ioadcge Was organized a Cilia 


tered in September, 1922, under a co1 
ditional charter, according to the com 
plaint and failed to meet the conditions. 
[The charter was revoked Feb. 27, 1924, 
vith the stipulation that all money that 
had been collected should 1 turned 


ver to the policyholders 


May Cover Alabama Guard 





Negotiations are now Inder way 
whereby the personnel of the Alabama 
Nath il G d will be otected | 
icy, through A. M. McFa 

we or the Met opolita l < 
rom Ala Phe matte s bee 
advisement by the state tor some 
ne Approximately 4,800 men and of 
cers would receive the bet ts 1 


such a policy. 


Southern Notes 


J J. Harrison, vice-president of tl 
Home Life of Little I | has t t I 
pointed a member of the Arkansas stat 
board of charities and corrections 

Walter P. Tudor, general agent it 
Danville, Va., for the Jefferson Standard 
ran third in a three-cornered congres- 
sional primary race in the Fifth district 











|, PACIFIC COAST FIELD | 
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IS SELLING STOCK TO PUBLIC 


Vice-President Barton of Yellowstone 
National Life Former Official 
of North Dakota Company 


Che organization of the Yellowstone 
National Life of Casper, Wyo., has been 
perfected, and the company authorized 
by the insurance commissioner of the 
state to place its stock on the market. 
Nearly two-thirds of the stock has been 
subscribed, and the remainder is being 
offered to the public. The company is 
a legal reserve organization with au- 
thorized capital and surplus of $300,000. 

he officers ot the new company are: 
President, Thomas Jefferson Diamond, 
who organized the Guaranteed Invest- 
ment Company of Casper, and who 
through his experience in this business 
is well qualified for handling the invest- 
ments of the insurance company; vice- 
president and general manager, C. 
Barton, formerly production manager otf 
the Provident Life of North Dakota; 
secretary, Paul Hitch Smith, secretary 
and one of the principal stockholders 
of the Guaranteed Investment Com- 
pany; treasurer, Dr. J. E. Beal, a well 
known and successful physician of Cas- 
per; assistant secretary and actuary, 
Harry L. Barton, a successful producer 
in the northwest. 

C. A. Barton, vice-president and gen- 
eral manager, has had many years’ expe- 
rience in the life insurance business first 
as a personal producer, and then as pro- 
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ductior of the Provident Life both the company and the applicant, and at one time with the San Francisco of- 
North l tl sit ] he ¢ houl not b llowe i vrit hice of the Equitable Life of New York 
aced uy ks of the new com- life insurance business in which | s Pes 
S16.000.000 oft t st 
™ ty Sean es es Has Office for Japanese 
hat time he was president The Sun Life of Canada, which re- 
ikota Lite Underw S Opens New Branch Office cently entered California with offices in 
He became convinced of the possibilities The West Coast Life of San Fran- San Francisco and Los Angeles, has 
n imsurance comy in Caspe cisco last week opened its fourth district opened a branch office in the tormer city 
a was g branch office in its home city. The new in the heart of the Japanese residential 
£ . ‘ ‘ office is located at 19th 1 nd section for the pur se of serving the 
ae Geary street in charge or : } ese colony 





New Companies in California 





Che Massachusetts Protective Lite 
oo ie Soe ie Ces IN THE ACCIDENT AND HEALTH FIELD 
Masonic order only. eae — 

The Conservative Life of Wheeling, 

sly 


W. Va.. is shortly to enter California, HELD AGAINST THE COMPANY The question and the answer given were 




















according to the insurance department, ae as follows 
which last week sent the necessary “©. Have you ever made claim for 
forms to the company prior to applica- Court Declared Although Answer to an or received indemnity on account of any 
tion for certificate of ority Interrogatory Was Incomplete, injury or illness? If so, give companies 
—_—_— Insurer Was Liable or associations, dates, amount and 
Officials Not to Write Business causes 
An opinion rendered by Attorney . _ : — . “A. Yes, about eight ye ars ag have 
General Webb to Insurance Commis- In Rabin vs. Central Business Men's, forgotten name of company 
sioner Squires Ca tates that decided by the Supreme Court of Kan- On the trial of the case there was 
fhcers of life « I ot re- 545, 226 Pac 764, the insured brought evidence to the effect that the insured 
eCive 2 miss ince writ- @M action to recover under an accident had about six years previous received in- 
ten by them in their own companies in policy. The company contested on the demnity from three different companies 
that state According to the opir grounds, among other things, that the The company thereupon contended that 
efficer of a life insurance company insured made a false warranty in an- the answer to the question constituted a 
not supposed to be able to safeguard swering question nine in the applicatio talse warranty In passing upon this 








Our Agents Have 


A Wider Field— 
An Increased Opportunity 
Because We Have 


Age Limits from 0 to 60. 


Policies for substantial amounts (up to $5,000) for Children on 
variety of Life and Endowment plans, thus enabling parents to 
buy all of the Family’s insurance on the Ordinary, i.e. Annual, 
Semi-annual or Quarterly Premium plan. 


Participating and Non-Participating Policies. 
Same Rates for Males and Females. 


Double Indemnity and Total and Permanent Disability features 
for Males and Females alike. 


Standard and Substandard Risk Contracts, i. e. less work for 
nothing. 


We have openings in Ala., Ariz., Ark., Dela., D. C., Fla., Ga., IIl., 
Ia., Kans., Md., Mich., Minn., Miss., N. M., N. C., Okla., 
S. D., W. Va., Wyo. 


THE OLD COLONY LIFE INSURANCE COMPANY 
of CHICAGO, ILL. 


B. R. NUESKE, President 


The Company has its Home Office in its own building at 166 W. Jackson Blvd., running 
through to Quincy and Wells Streets, right in the heart of Chicago’s Financial district. 
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A. MOORMAN & COMPANY 


ARCHITECTS ENGINEERS BUILDERS 


Financial and Insurance Buildings 
A Nation-wide Service 
- Under Our Service: 

One organization is responsible for the entire opera- 
tion. 

The cost is determined before the final working plans 
are made. 

The construction period is usualiy about one-half the 
average time required. 

Finer workmanship is possible because of our special- 
ization upon monumental types of buildings. 


Sixth Floor, Chamber of Commerce Bldg. 
Saint Paul, Minnesota 
A pamphlet explaining the scope of our service sent upon request. 











ARE YOU THE MAN? 


Who is anxious to get lined up with a grow- 
ing, middle western Company, where real 
ability is recognized? Direct Home Office 
connection, liberal commissions and renewal 








contracts. 
Des Moines Life and Annuity Co. 
‘“‘The Company of Co-operation’’ 
DES MOINES - s + - - IOWA 
INDIANA OHIO ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 


KANSAS KENTUCKY MISSOURI NEBRASKA 














A Clean Cut Proposition 


A real offer in the nature of a general agency for 
Pittsburgh, Pennsylvania. Direct Home Office connec- 
tion with a conservative Old Line Life Company. 


All com- 


Address 


If interested, it will pay you to investigate. 
munications will be held strictly confidential. 
K-24, care The National Underwriter. 








Eureka-Maryland Assurance Co. 
Of BALTIMORE, MD. 
Incorporated aa aa earner of Maryland, 1883 
Standard Ordinary and Industrial Policies 


. C. MAGINWIS, President 


’ _N. WARFIELD, jr. — 
* BARRY MAHOOL, Vice-President ’ > 


, Secretary 
De. J. H. IGLE T, Medical Directer 
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question, and holding again the company 
the court, in part, said: 

“The answer was obviously imperfect 
and incomplete, but defendant issued the 
policy thereon without any request that 
it be completed or perfected. The rule 
seems to be well recognized that when 
upon the face of an application a ques- 
tion appears not to be answered at all, 
or to be incompletely answered, and the 
insurer issues a policy without further 
inquiry, it waives the incompleteness of 
or failure to answer, as the case may be, 
and renders the failure to answer imma- 
terial.” 


Pacific Mutual Conference 

The Pacific Mutual Life is arranging 
to have a conference of its zone adjust- 
ers in Chicago following the meeting of 
the Health & Accident Underwriters 
Conference and the International Claim 
Association in that city. R. J. Mier, 
vice-president from the home office, and 
Superintendent of Claims George H. 
Gregg will be on with some other claim 
men from the home office. The Pacitic 
Mutual has the country east of the 
Rocky Mountains divided into ten 
zones, each in charge of an adjuster. 
These zone adjusters will be present at 
the Chicago conference Robert R. 
Harrold of Chicago, general claim rep- 
resentative, works with all the zone ad- 
justers and is assisting the home office 
men in preparing the program. 


Opens Non-Cancellable Department 


Jens Smith of Chicago, life insurance 
manager of the Pacific Mutual Life, is 
now arranging to open a non-cancellable 
disability department to be in charge of 
a superintendent Mr. Smith’s new 
agents will handle all non-cancellable 

through his while his 
agents will continue as betore 
their non-cancellable health 
ind accident business through Miller & 
Miller, the commercial general agents. 

Manager of Agencies Frank 
R. Woodburv is on from the home of- 
free and will be in Chicago for about ten 


business office, 
present 


to report 


sistant 


di Vs 
Examination Report Made 
The Illinois insurance department has 
published its examination report on the 
Mutual Casualty of Chicago, showing it 


in excellent condition and comyr 
favorably on its progress during the first 


ir of operation The company rites 
onlv health and accident insurance, bot! 
participating and non-part pating, and 
onftines itS operations t fa ? and 
residet of s ill tow It retains only 
31.000 on ch risk t! ig he policies 
writter fer S400 tarn rs ine 
$7 ) dents of 1 towns rh 
departn ital report st hat h con 
pany has written a remarkable lun 
f business in the short time in which 
t has been operating nel that the ffairs 
: 2 compar wer SVS matical ind 
nomically managed No officers were 
paid alaries during the vear of 1925 
The company was incorporated i Octro 
ber, 1922. and began writing business in 
Fel iar of last vear rh last nnual 
repor ! ved total sets f $32.187 
unearned premiums of $25,232, total in 
ome of $77,395, and total disbursements 
of $32,849 As it was the first vear of 
peration the loss ra@io was negligible, 
the amount paid to policyholders being 
$2,406 The departmental report tated 
that all claims were justly handled and 
promptly paid 


Interstate Business Men's Rally 


The field forces and home office 
tives of the Interstate Business Men's As 
cident of Des Moines gathered at the 
home office for its annual convention, the 
which were held at “Becky 
Top” the home of Secretary k. W. Brown 
on the roof of the Brown hotel. The field 
in from 32 states for the three 
Robert A. Brown officiated 
is chairman of the meeting. H L 
Fogelman, sales director for Thomas 
Cusack Company of Chicago and an in- 
spirational speaker on salesmanship, 
spoke on “The Master Salesman.” Clif- 
ford DePuy, publisher of several insur 
ance and banking journals, spoke on 
“Business and Business Conditions.” 
Secretary-Treasurer Brown gave the ad- 
dress of welcome and there were talks on 
agency systems and business methods by 


execu 


sessions of 


men came 


days’ session 


August 21, 1924 


several of the field managers and star 
producers, There was also an open 
forum on “If new acquaintances make 


new prospects, what is your best way of 
interesting a stranger?” The round tables 
Was extended to cover several othe 
subjects along salesmanship lines The 
entertainment were not over- 
looked, the company providing 
rately for its field men on all three days 


features 


elabo 


Tornadoes Boost Accident Sales 
MILWAUKEE, WIS Aug. 19.—A 25 
percent gain in new business for July 
* July of last year is reported 


by John A. Keelan, superintendent of 
agencies for the Time Insurance Com 
pany of this city July collections were 


10 percent better than those of July 
1923. Mr. Keelan reports indications that 
the recent wind 
floods which swept Wisconsin killing and 
injuring people in various parts of the 
state will be a big aid in selling acci 
dent and health insurance A noticeable 
applications from Bloomer 


tornadoes storms and 


increase In 


Gilman, New Auburn and Black River 
Falls, all towns and cities in the heart 
of the tornado district, has been observed 


during the week, according to Mr 


Keelan 


past 


Inter-Ocean’s New Policy 


The Inter-Ocean of Cinei 
nati has issued a new accident coverage 
known as the “Service Accident Policy. 


This policy is sold only to men of the 


Casualty 


best moral character and physical condi- 


tion Premium rates are quoted = for 


A Band C, For $100 monthly 
sum the 


Classes AA 
indemnity and 

annual premium 
and A. Persons older than 5% 


$5,000 principal 


is $21.40 for Cl: 





written under this policy and no one will 
be carried beyond age 65 The policy is 
non-cancellable during period for whict 
premium has been iid 


Increase Policy Limits 


The American Liability of Cincinnat 
will write 310,000 principal sum in its 
regular monthly premium Alco policy 
increasing this to a maximum of $15.0 
or $30,000 with double indemnity protec 


tion by 10 percent additions each year 
the policy is renewed Special reinsur 
ance arrangements have been made 
care for the xtra coverag 





NEWS OF COMPANIES 








Peoples Life, Ind.—New paid for busi 
ness first six months 1924 $3,634,168 
new paid for business first six months 


1923, $2,750,325: inere 


ase of Insurance 
force first six months 1924, $1,675,038 
reinsurance Century Lif SN 910.6 
total increase $10,591,668 


Pan-American Life, La.—New paid 
business first six months 1924, $14,311 
‘S new paid for business first six 
onth 1923. $1 29.61: increase of 
surance in foree first six months mg 
s SU4 S54 
Mutual Life of U1. New paid for bus 
ess first six months 1424 $2 632.460 
new paid for business first six months 
142 2.717.478; increase of insurance in 
force first six months, 1924, $218,470 
ok * * 
Amicable Life, Tex.—New paid for bus 


ness first six months, 1924, $5,657,198: new 
paid fer 


$4.554,.175: increase of insurance in forces 


business first six months, 192 


first six months, 1924, $1,105,02 


O. L. Jacobi 


The Northern Life of Seattle, Wash 
has appointed ©. L. Jacobi, until re 
cently general agent at Long Beach 
Cal, supervisor of the monthly premiun 
department of southern California. Mr 
Jacobi has been with the Northern Life 
a number of vears, both in the home 
office and in the field. He was at one 
time in the renewal department, and 
was later appointed district superintend 
ent of the Tacoma district 


H, EK. Tank, assistant manager of th: 
life and accident department of the 
Travelers in Chicago, is back at his desk 
after an absence of a month vacationing 
in the northern lakes of Wisconsin 








~~ 
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Policy Literature, Rate Books, etc. 
ges 
PRICE, $3.50 and $2.00 respectively. 


NEWS ABOUT LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender Values, and all Changes in 


Digest” and “Little Gem,”” Published Annually in May and April respectively. 


Supplementing the “Unique Manuai- 











TO ISSUE ON MONTHLY PLAN 
Franklin Life of Springfield Announces 
It Will Offer All Forms on 
This Scheme 





The Franklin Life of Springtield, IL, 
has announced that it will accept prem- 
ums on the monthly basis on and after 
Sept. 1. This applies to policies now in 
force as well as the policies issued on 


and after that date. Acceptance ot 
monthly premiums will require a mini- 
mum monthly premium of at least $10 


on any policy and no combination of 
two or more policies will be permitted to 
make up the minimum, The monthly 
premium is obtained by multiplying the 
annual premium by the factor, .088, 


that is, each month the premium is 8.8 
percent of the annual premium rhe 
taking of notes in payment of either 


first vear or renewal premiums is pro- 
hibited in connection with monthly 


premium policies. The regular grace 
period allowed by the terms of the 
policy will also be allowed for these 
forms. 


ANNOUNCE NEW INCOME FORM 


Equitable of New York Now Working 
on Special Feature to Increase Its 
Attractiveness 


NEW YORK, Aug. 20.—In his ad- 
dress before the business conference of 
the Equitable Agents, Second Vice- 
President W. E. Taylor of the Equitable 
of New York forecast the issuance of a 


one providing $50 to $100 a month for 
20 years will carry the tace amount ot! 
$24,000, 

Mr Taylor said that while the amount 


written on the 


11 
steady 


‘ insurance being 
come 


company is 


increasing, the 
disappoitted in the amount 
written this way. He said 
that the Equitable figures show that the 
average policy sold on an income plan 
is $10,000 and on the guaranteed invest 
ment plan $11,500. This is so much 
above the average policy as to 

the value of the income plan 
its average size of the policy. 
fying all income plans as “cor 


basis is 


ot business 


indi ate 
increasing 
In classi- 


servation 


of money for the beneficiary,” Mr. Tay 
lor emphasized the value of thes 
options in meeting the needs of the as 
sured. 
Northwestern Mutual 
A new document, used for the purpose 


of designating a contingent beneficiary 
in policies issued or applied for, has been 
brought out by the Northwestern Mutual 
Life The rules governing its use pro- 
vide that if an option or settlement is 
effective or is to be made effe« under 
the policy, the designator's carefully pre- 


tive 


pared request, giving specific directions 
for settlement with the contingent bene- 
ficiary, should accompany the document 
If more than one policy is to be issued 


upon an application the designator 
should state under which policy or poli- 
cies the contingent beneficiary is to be 
named, The rules further point out that 


the request in question should be dated, 


signed, witnessed and forwarded to the 
home office of the company Unless the 
policy is in the hands of the company, it 
must be forwarded with the request for 


the required endorsement 














new policy contract designed to help Chicago National Life 
the agent educate the public to the in- The Chicago National Life is writing 
come insurance idea. After the policy quite a business on its “Whole Life Sp: 
has been completed and approved by cial” plan, which is issued in amounts 
the various insurance departments, from $2,500 or multiples to $25,000. This 
which will take some time, it will be is @ low premium policy and is only is 
given to the Equitable agents. Rates | Sued to higher class risks. For instances 
will be quoted on units of $25 a month = ats 3,509 policy the rates run as f 
providing an income for a_ specified — 
number of years from five years up to Ags $34.42 - $ 73.78 
50 years. One of the unique features 5- "38.70 &0 019 
will be that the face of the policy will 4 44.20 5 1 
quote the total amount of money pay- 51.38 6 8 
able under the contract. For instance, 40 60.90 
a policy providing an income of $25 a H. C. Pegram. the star ag € the 
month for a period of five vears will mpany in Chicag s wr # s 
bear the face amount of $1,500, while all his business on this plar 
Ne > 
NEWS OF CONSERVATIVE LIFE Wester, South Bend, Ind.; Agent Josep! 
Martin, South Bend, Ind 
ae Net placed ordinary Superi ‘ lent 
Mid-Summer Convention of the Monthly {: “Y; Wester, South Bend. Ind: Agent 
Premium Department Was Ordinary increase Superintendent C 
Held Reeently Ww Wester South Bend Ind \g t 
Joseph Martin, South Bend, Ind 
—— Monthly increase: Superintendent E 
The mid-summer convention of the W- Kinsey, Marion, Ind Agent ¢ 
monthly premium department of the Con Base hab, Hammond, Ind 
servative Life of South Bend, Ind., was Collection percent Superintendent 
held at the home office recently The Nelson Hiatt Anderso Ind \gent W 
convention wound up with a dinner at ©- Hollensbe, Anderson, Ind 
the Chain-o'-Lakes About 10 men Arrears percent Superit dents 
qualified to attend W. Wester, South Ber Ind., tf Acting 
Agent Richard Maihofer of East Chi- Superintendent W. ©. Jennings, East 
cago, Ind., has been promoted to the su Chicago, tied 
perintendency of that district, by the 
Conservative . . 
Metropolitan Entertains Policyholders 
Gilve Vear'’s Leaders 
The Metropolitan Life invited its 
President Dixon W. Place of the Con policy) lers Cineinnat " 8 
servative has been confined to his home wuests at Chester Park that city last 
for several weeks through illness He Thursday ind = Friday Abou v 
has been in a critical condition and was people visited the amus ent park d 
ot expected to pull through He seems, ng the tw days riz tota g& at t 
however, to be in better shape at this $400 val were distributed cor 
ime The following are the leaders for nect with guessing contests rhe 
the year up-to-date outing was arranged and carried ut by 
Joint results Superintendent C. W. the Cincinnati managers 


Able Management 


One of the outstanding features of the Atlan 
tic Life is the able management that has built 
the company up in 24 short years. Operating 
entirely on the General Agency System, the 
company has over $100,000,000 of insurance 
in force; over $12,000,000 of assets, and over 
$1,000,000 of surplus funds 


We are particularly interested at present in 
the states of Kentucky, Alabama, Georgia and 
West Virginia. We are also entered in Michi- 
van and Texas. Men of character, men who 
are experienced and who are determined to 
make good in a big way will find that the 
\tlantic Life can offer them real opportunities 
to build successful organizations under attrac- 
tive general agency contracts in these states 


Atlantic Life Insurance Company 


Richmond, Virginia 


DMUND STRUDWICK 
President 


W. H. DALLAS 
Superintendent of Agents 


ee 
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Desirable General Agency 
Openings 


in 





Fort Dodge 
Sioux City 
Dubuque 
Waterloo 


Burlington 
Davenport 
Ottumwa | 
Mason City 


Real Home Office Cooperation 


For an ATTRACTIVE GENERAL 

AGENCY CONTRACT with a PRO- 

GRESSIVE COMPANY in a PROS- 

PEROUS AGRICULTURAL STATE 
write 


O. J. LACY 


2nd Vice-President —in Charge of Agencies 


THE MINNESOTA MUTUAL LIFE 
INSURANCE COMPANY 


SAINT PAUL MINNESOTA 


























THE 
UNITED STATES LIFE 


INSURANCE COMPANY 
In the City of New York 
Organized 1850 Neon-Participating Policies Onl} 
Over 70 Years of Service to 
Policyholders 


Good territory for personal pro- 
ducers, under direct contract. 


HOME OFFICE 


106-107 Fifth Avenue New York City 








The old line 


Cedar Rapids Life 


Insurance Company 
of Cedar Rapids, Ia. 


Wants General Agents in 
Iowa, Minn., Neb., So. Dak. 


A Good Chance for 
Reputable Men 

















Stephen M. Babbit 
President 





Hutchinson, Kansas 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 


Specimen Rate 
Age 35.......$31.90 per $1000 


The continued payment of the 
rate creates increasing benefits 
each year. Asa seller it has no 
competition. Write us about it. 


NATIONAL LIFE ASSOCIATION 


Des Moines, lowa 





MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity ts 
service. Our agents interview interested he 


_— yy: ple who have written the 
ffice information. 


Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion in 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A few agency openings for the right men 











| Business; the Future of the Grange Life. | 


THE NATIONAL 


Connells Service 


In Follow-Up System 


EW people have a $1,000 cheek 

handed to them right out of a clear 
sky. This was the happy experience in 
Detroit, Mich., of a widow of a-policy 
holder of the Phoenix Mutual Life. As 
it happened her husband on April 8, 
1916, took out a 20 premium policy about 
which she knew nothing, and as a mat- 


ter of fact the policy had been lost. 


Three annual premiums had been paid 
and on April 8, 1919, the policy was 
lapsed. Under the terms of the con- 
tract the insurance was extended to 
Aug. 29, 1924. 

Knowing that old policyholders are 
one of the best sources for new busi- 
ness, the Phoenix Mutual Life has cer- 


tain definite plans of keeping in touch 
with them. A few weeks ago its 
salesman, Mr. Atkinson, of Detroit, took 
a list of policyholders who had allowed 
their insurance to lapse. He went to 
Mr. Blank’s last known business address 
and found that the insured had died last 


October. Mr. Atkinson then returned 
to his office and found that there had 
been no claim made under the contract 


and on investigating further, loc ated the 
widow who was employed in one of the 
local department stores. A bond | was 
secured to protect the company under 
the lost policy and four days following 


the completion of the claim papers the 
home office forwarded a check for $1,- 
015 which was delivered to the bene- 
ficiary immediately. 


If it were not for the custom of keep- 
ing constant touch with clients, this case 
might have gone on for years before it 
was discovered, and the needy widow 
might never have received the proceeds 


of her husband’s policy. This case with 
many others that are happening from 
time to time proves the worth of this 


service to policyholders and their bene- 
ficiaries, and to the salesmen by the 
ever-inspiring satisfaction that feels 
in doing an unselfish service 


one 


GRANGE LIFE HOLDS MEETING 


Agents Are at the Home Office This 
Week Attending the Educational 
Convention 





The Grange Life of Lansing, Mich., 
is holding its annual agency convention 
in the Agricultural building of the Mich- 
igan Agricultural college, this week. 
The subjects for discussion are as fol- 
lows: 

Tuesday—Plans and Purposes. of 
School of Instruction; Tools Used by 
Successful Life Underwriters; How to 
Make Prospect Buy Old Line Insurance 
Rather than Fraternal Insurance; Actu- 
arial Knowledge Which a _ Successful 
Agent Should Know; Methods of Get- 
ting Prospects; Preparing for Interview 
and Making Approach; Explanation of 
Each Policy Issued by Company; How 
the Agent Can Assist the Medical Di- 
rector in Passing on Applications; How 
It Feels to Be a Top Producer and 
Methods by Which It Is Accomplished. 

Wednesday morning—Two sectional 
meetings for beginners and experienced 
men. 

Wednesday afternoon—Common 
rors of Agents Discovered at the Home 
Office; Arguments for Non-Participating 
Over and Against Participating Insur- 
ance; Notes, Settlements and the Pre- 
vention of Lapses; Detailed Explanation 
of All Blank Forms Used by the Com- 
pany; Methods of Securing Attention, 
Creating Interest and a Desire to Pos- 
sess; Methods of Closing, Delivering 
Policy, Securing Settlements, etc.; Out- 
line of a Simple System for Life Under- 
writing. 

Thursday morning—Selling Insurance 
for Inheritance Taxes; Installment Set- 
tlements; Trust Funds and Monthly 
Income Insurance; Getting at Your 
Prospects. 

Thursday afternoon—‘Who Can Suc- 
ceed Selling Grange Life Insurance” and 
a few “Hows”; How to Increase Your 


Er- | 


UNDERWRITER 


**Spectator’’ Comments on 


. . . 
Life Association Move 
HE “Spectator” of New York in 
"T commenting on the recent protest 
made by the National Association 
of Lite Underwriters against the gradu- 
ating classes of Princeton University ar 
ranging for an endowment policy, the 
commission to go to Gordon Sikes, who 
is connected with the graduate council 
office in the university, takes occasion 
to criticise the National Association for 
going beyond its bounds and engaging 
in the business of publishing in compe- 
tition with the independent publishers. 
rhis is what the “Spectator” says: 
Go Out of Their Field 


In connection with the Princeton 
University case, as brought up so vehe- 
mently by some officials of the National 
Association of Life Underwriters at the 
Los Angeles convention, a pertinent ob- 
servation may be made. The members 
of the National Association, so far, have 
not hesitated to branch out of their 
legitimate field of writing life insurance 
to enter a distinctly foreign avocation, 
publishing and bookselling, in competi- 
tion with old-fashioned, independent in- 
surance publishers; thus figuratively tak- 
ing the bread out of the mouths of those 
who, by every ethical standard and by 
every principle of non-interference, are 
rightly entitled to it, and who daily and 
weekly serve the interests of the asso- 
ciation and its members. In the face of 
this, the independent publisher has kept 
silent and has gone on rendering an in- 
creasingly useful service to the insurance 
agents, to the insurance companies and 
to the public at large. 
Should Be 
“The publishers of an established in- 
Surance business paper organizing a life 
insurance company and launching 
into the insurance field, as competitors 
of the present life insurance companies, 
would establish a ground for just criti- 
cism by the association and its members 
Now some of those in the National As- 
sociation, apparently without an impar- 
tial, comprehensive and sufficient investi- 
gation of the facts, seize on the Prince- 
ton University affair and clamor that 
the bread is being taken out of the 
mouths of life insurance agents, mem- 
bers and non-members of the associa 
tion, by appointment of an agent at the 
university whose work, in the last analy- 


“ 


Consistent 


mf 
out 


sis, may help life insurance generally 
and who, if he performs “hi s duties ade- 
quately, will be doing something that 
others, in the past, would or could not 


wrong for the university 
insurance agency on its 
also be borne in mind 
\ssoc iation boasts of 
successful publishing 
business which it has reared, although 
its members are pledged as life insur- 
workers whose efforts are supposed 
to be devoted exclusively to the sale of 
life insurance. Apparently, from the 
viewpoint of some members of the Na- 
tional Association, it all depends on 
‘whose ox is being gored.’ 


do. If it is 
to sanction an 
campus, it must 
that the National 
a growing and 


ance 





| LOCALS ‘ASSOCIATIONS | 








La.—Frank S. -Whitten, 
president of the Louisiana association, 
has been busy preparing the schedule 
of meeting for the association and an- 
nounces that the first meeting will be 
held in September. His plan to have 
the different companies take charge of 
monthly meetings has met with hearty 
approval and a most interesting series 
of meetings may be looked for 
* * * 

San Jose, Cal.—A branch of the North- 
ern Association of California Life Un- 
derwriters has been organized in San 
Jose, and Gerald R. Simpson, district 
manager of the Pacific Mutual Life, was 
elected president at an organization 
meeting last week. The San Jose life 
underwriters were brought together by 
Paul K, Judson, president of the parent 
body. Other officers elected were W. W. 
Bolton, Equitable Life of New York, 
vice-president; H. H. Hallin, Massachu- 
setts Mutual, secretary and treasurer. 


New Orleans, 


August 21, 


1924 


J. H., 
pointed 


Almy of the Metropolitan was ap- 
chairman of the membership 
committee; George Wilson is the chair- 
man of the finance committee and L. G 
Trusdale heads the entertainment com 


mittee. 
* * * 
Detroit, Mich.—Monday evening, Oct 
6, has been set as the date for the first 


fall meeting of the Detroit association 
It is expected that the 
operative advertising campaign as 
planned for this fall and winter will b« 
presented to the members of the orgar 

ization at this 


} 


complete co- 


gathering 











GENERAL AGENCY 





—but you must be a man of unusual 
ability, with an unusual record, to 
land this unusual opportunity 


Omaha is the second primary live- 
stock market and packing center in 
the world—a rich city, rapid and 
substantial in its development. 


We want a man who will make the 
most of this opportunity—who can 
organize a strong selling force— 
who can produce big business per- 
sonally—who is of strong financial 
responsibility and who 1s capable 
of earning $25,000 per year. 


This man will receive a liberal first 
year commission, a collection fee, 
an office allowance and a business- 
development allowance 
We are one of the most prosperous 
old line life insurance companies in 
e West—with an excess of $125,- 
000,000 of insurance in force. 


yu can qualify. Ad- 
National Under- 


Write to us, if yv 
dress K-7, care the 
writer. 
NOTE: 
attractive, 
salesmen 

ited. 


We also have an unusually 
special contract for good 
whose experience is hm- 











HOME LIFE INSURANCE co 
ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during the 


“Ss erasers. 7,686,855 
Payments to  Policyholders 
and their Beneficiaries in 
Death Claims, Endowments, 
OUGREE, GOR  sscevccecces 5,871,544 
Increase in Assets........... 2,401,587 
Actual Mortality 56% of the 
amount expected. 
Insurance in Force......... .. 241,373,218 
PE MOUND ndccasccsccee 48,655,722 
FOR AGENCY APPLY TO 


W. A. R. BRUEHL & SONS 
General Managers 
Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat, Bank 


Building 
CINCINNATI, OHIO 


Buil 
VELAND, OHIO 











MR. AGENT! 
Do you care for QUALITY, not 


SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 

Then why not take a General 


e Agency init OME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 





OUR AGENTS AND POLICY HOLDERS 





ST CK! WRITE THE HOME OFFICE 














Arranging for Its Gathering at 
Home Office 


Phe Peoples Life fort, Ine 
1 ee 
now Making elaborate arrange en 
us a tual renc eeting \ugus 
¥8-29 at the home office rhe | gral 
$s as follows: 
THURSDAY, AUG, 2s 
Morning Session 
Wel rn 
runing it 
he Carefully P red S 2 kK 
effective Appre 
City Sales. 
Country Sales 
rhe Nec SSity Sys I il 
Work 
I } ss 
Afternoon Session 
Peoples Life as an Agents’ Company 


Endowment at Age 65 
Business Insurance 





The New Po y I ns 
Evening—Theaté arty 
FRIDAY, AUG, 20 
Morning Session 
B efit fw Pr ‘ Clut 
rl Sales Cours wi It Does 
My Most Fr t Objections and An- 
( ( rath T ? ! Medical Depart- 
I New Rate Bool 
| Afternoon Session 
Si gz from t rR I 
Ins ind Res s Ss 
Lexas 
Looking Ahead 
} Old Policyholders’ Mont} 
Conservation of Bus ss 
Baseball 
I quet, 8 p. m 


EQUITABLE LIFE HOLDS 
BIG AGENCY ROUNDUP 











(CONTINUED FROM PAGE 3) 
ing words, such as mother, wife, or 
: ‘ On the other hand if you 
i merely discuss the taking out of an- 
ther insurance policy you immediately 
d yourself using sales retarding 
ls such as premiums, net cost, and 
e like By talking needs you sell in- 
ince easier, because a man is bound 
nd it easier to buy a son’s educa- 
1 than to buy an 18 year endowment 
licy By the same process you will 
sell more policies and furthermore they 
1 not lapse is idly because if you 
e each nsurance contract up with a 
ndamental need your insurance will 
ot lapse Che man who might kuickly 
an ins nce policy in time of 
incial stress will not see fit to drop 
s wife’s independence fund or his son’s 
icational fund or a mortgage contract. 

. 
Cites Big Responsibility 

“The time is coming when, after a 
in has died without leaving lite insur- 
ce, the neighbors will t sav, ‘Too 
id,’ but instead ‘W1 was his life in 
Irance agent?’ The will say it the 
me wa that some people ask after a 
Iden deatl Who is his doctor?’ It 
s much better for them to ask when a 
man has real lite surance program, 
Who is his life insurance agent?’ I am 
going to give vou just one method of 
' presenting this insurance need idea 
You can go to a prospect and say. *T 
ould like to discuss with vou a mini- 
1m insurance program.’ Put the em 
phasis on that word ‘minimum.” It may 
t arouse his curiosity, but he is very 
it to ask you ‘What is a minimum pro 
ram?” In reply to this question you 
‘ n sav, ‘What w ld be the absolute 
income that vou would like to 
ive to vour family and how much in 
btedness would vou leave in case of 
leath?’ He is sure to state an income 


larger than he can afford to 


\ hich is 


XUM 


PROGRAM IS ARRANGED 
TO HAVE AGENCY CONVENTION 


Peoples Life of Frankfort, Ind., Is Now 


LIFE 


a very advantageous position of caution- 
ig him not to go strong, or not 
being too extravagant in providing for 
his family after his death but rather to 
be reasonable and provide some such 
ncome you may recommend for 
him that you know he can carry.” 

Mr. Stevenson concluded by stating 
that the man who gives service need not 
orry about volume because if he meets 


needs he will have a strong 


too 


as 


Hnsurance 


ist otf appreciative chet 
Shows Business Growth 


\ ice-President J \ E Westfall, after 


showing the growth of life insurance 
during recent years and showing how 
the figures of the Equitable compared 
tavorable with the figures of the busi- 
ness as a whole, particularly during 
times of depress said that he be- 
heved this was due to the fact that the 
Equitable had built its business on the 
idea of developing successful agents. He 
then gave a very interesting definition of 
the successful agent He said that a 
succestul agent is a man of character 
and integrity, one who stands well in 





insurance to 


his prospects and fol- 


his community, who sells 


meet the needs of 


low his client’s career to see it his needs 
change an dlastly he is a man whose in- 
come is greater than his expenses. The 
definition contained nothing about vol- 
me. Mr. Westfall said that any agent 
with these characteristics is bound to 
get sufficient volume of persistent busi- 


ness so that his income is taken care of. 


Welcome 


\t the opening Monday, 
President W. A. Day extended a wel- 
to the 1,100 delegates including a 
number of managers, complimenting 
them on the splendid production ot 
business which enabled them to quality 
ior a dance at the meetings, and told 
f the magnificent progress made by the 


President Day in 


session, 


come 


tten 


Equitable during recent years, due 
largely to their efforts. President Day 
ook advantage of the opportunity to 
thank the field representatives person- 
ally for the unprecedented tribute to 
im during the “Day Letter” campaign 

his honor last April, which yielded 
=TOO O00 O00 new msurance in 10 
days. 

Agency Vice-President Frank H. Da 


vis then extended greetings in behalf of 
the agency officers and proceeded to the 
topic of the morning, “The Agent’s Re- 
He introduced as the 
next speaker William Alexander, secre- 


sponsibilities.” 


tary of the company In his remarks 
Mr. Alexander called attention to an 
ther great advance step in which the 


Equitable is particularly interested, that 


f making the proceeds of a policy pay 
ible in the form of a monthly income 
hen the insurance is taken for family 
itectiol 
The word “abstr ter” has come to be 
inathema in the life insurance business 
ve he success of the stract 
shown that the service which they claim 
offer is very much desired by lift 
nsurance policyholders Life agents 
ften wish for a ivenient form in 
which to make an abstract an ap 
praisal of their prospect's or policy- 
holder's life insurance. But up until 
now no form has been available The 
National Underwriter Supply Depart 
ment has recently issued the Gibbons’ 


Life Policy holder's Schedule and Account 
iob 


System, which makes it a very easy 
get together in convenient form a 
plete showing of a prospect's life in 
surance Descriptive circular and prices 
wi he ent on request 


INSURANCE 


EDITION 


nN 
on 





Are You Looking for 
One of These? 


e 

fog openings in “The GREAT IN- 

DUSTRIAL HEART OF AMERICA,” 
offering exceptional opportunities for men 
who can make good under contracts direct 
with the company. A line of policies which 
are especially attractive and easy to sell 
makes business easy to secure, and liberal 
first year and renewal commissions make the 
work profitable. 


In Ohio, Pennsyivania, West Virginia, Ken- 
tucky, Illinois, Indiana and Michigan, we 
have places for men who are ready for their 
bigger opportunity and who will let us help 
them make good. 


Write in confidence, to 


THE CLEVELAND LIFE 
INSURANCE COMPANY 


WM. H. HUNT, President 
Home Offices Cleveland, Ohio 








POLICY LOANS CAUSE LAPSES 


Have You found a way to stop this waste? 
Our plan IS saving millions for many Companies and is the result of twenty- 
two years of careful research and experience. 


THE OTIS HANN COMPANY 
10 So. La Salle St. Chicago, Illinois 














The 
Security Mutual Life Insurance Company 
of 


Lincoln, Nebraska 


For information regarding a General Agency in 
IOWA SOUTH DAKOTA WYOMING 


write M. A. Hyde, Assistant Secretary 


A WESTERN COMPANY with WESTERN IDEALS 














Service to Policy Holders 


Live Up-to-Date Policies 


H. B. HILL, President N. H. WALT, Vice 


MUTUAL LIFE OF ILLINOIS 


An Old Line Legal Reserve Life Insurance Company 


Operates under the Famous ‘Registration Act”’ which requires the reserve on every policy issued to be deposited 
and held in Trust by the Insurance Department of the State 


A few good openings for good live producers in Illinois. 





HOME OFFICE 
SPRINGFIELD, ILLINOIS 


A Company of Service 


Service to Agents Service to the Public 


Ordinary Life Limited Payment and Endowments 


Correspondence Invited. 


JAS. FAIRLIE, Vice-Pres. and Actuary DR. J.R. NEAL, Sec. 


-Pres. and Agency Director 











You thereupon place yourself in , 
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Each Month the Agents of This Company IWrite Its Advertisements 


Claude Alleger Wrote This Ad: 





CLAUDE ALLEGER 


Claude Alleger became a 
member of the Peoples Lite 
Family thirteen years ago 

I ce the first day that 

contract was made, has 
been a consistent, hard- 
working member of this or 
ganizatior Every man, 
nan and child in the ter- 


ritory surrounding Marion, 





hana, knows Claude Alle- 
ger at knowing him, know 
the PEOPLES LIFE IN 
SURANC] COMPANY 
Much has been said regard 
ng tl rent being the Com 


x ne ag 
his field and the Peo 
glad to be known 
n any territory by a repre- 
entative loval a Mr 


THE RECORD OF ACHIEVE- 
MENT—tThroughout the pages of 
human history no more distinct tend- 
ency has been noted than that which 
has been directed towards Self-Pres- 
ervation. From the darkest hours of 
the world’s creation, to the brightest 
spotlight of the present time, Man has 
continued his ceaseless struggle for 
existence and for power. 


Science and Invention, Music, Lit- 
erature and Art have contributed 
their full measure of usefulness to the 
advancement of mankind, but no finer 
tribute to the Genius and Intelligence 
of the race can be cited than that 
GIANT of SECURITY the Institution 
of Modern Life Insurance. Collect- 
ively, it spreads its Mantle of Bound- 
less Blessing and Wholesome Influ- 
ence over the world as no other insti- 
tution can. 


Individually, THE PEOPLES 
LIKE of INDIANA stands out pre- 
eminently among the Great Irater- 
nity of its kind, a Leading Factor in 
the field of Insurance Ethics. 


The Watchword of PEOPLES 
LIKE management is “Thoughtful 
Co-operation,” and the Keynote of 
Peoples Life Agency success is Loy- 
altv. “The PEOPLES LIFE has 
never lost an Agent who has Made 
( 00d.” 


Men of Character and Ability will 
do well to get acquainted with 


PEOPLES LIFE INSURANCE COMPANY 


‘*The Friendly Company”’ 


FRANKFORT 


General Agency 


OHIO INDIANA 
Akron Terre Haute 
Alliance Vincennes 
Cincinnati Gary 
Lima Hammond 

TENNESSEE 


Knoxville 
Chattanooga 
Nash ville 


INDIANA 


Openings In the Following Cities: 


ILLINOIS MICHIGAN TEXAS 
Peoria Battle Creek Amarillo 
Rockford Grand Rapids Lubeock 
Springfield Kalamazoo Paris 
Danville Detroit Waco 
IOWA ARKANSAS 

Des Moines Little Rock 

Davenport Fort Smith 

Cedar Rapids Helena 

Council Bluffs Batesville 




















August 21, 1924 


COMMENTS ON EFFECT 
OF TAX LAW CHANGES 


(CONTINUED FROM PAGE 13) 


Supreme Court of the United States. 
If it took over a year and a half to 
obtain a decision in the lowest federal 
court, we may appreciate it may be 
some time before the two higher courts 
conclude in passing upon the question. 
Many decisions of unconstitutionality by 
district court judges have been ulti 
mately overruled by these higher courts 
The act of Congress remains absolutely 
the law of the land until it is definitely 
set aside by the highest court—the 
United States Supreme Court. 
Court Slow to Overturn 


“William Marshall Bullitt, one of the 
most distinguished Constitutional law- 
vers in the country, has investigated all 
the acts of Congress that have been de- 
clared unconstitutional by the Supreme 
Court of the United States from the be- 
ginning of our national history. This 
period includes 130 years—from the 
time the Supreme Court first sat, up 
to April 1, 1924. During that period 
there have been 44,893 acts passed by 
the federal Congress. Of those 44,893 
acts. and in those 130 years, a _ total 
number of just 51 of them have been 
declared unconstitutional by the United 
States Supreme Court. These figures 
are interesting and illuminating. Those 
who would tear our Constitution asun- 
der, and the demagogues, should know 
of these figures. However, facts and 
logic usually make no impression on 
the demagogic mind. 

“Mr. Bullitt savs in his pamphlet: 
‘If any criticism should be justly made 
of the Supreme Court, it is that it has 
been too reluctant to curb Congress in 
its assumption of power.’ 

“Tt is permissible, of course, to cher- 
ish some hopes of an ultimate decision 
of unconstitutionality. But at this time 
it seems hardly fair with our insurance 
prospects to over-emphasize this par- 
ticular lower court decision. Let us not 
be short-sighted in our selling.” 


DARBY DAY ADDRESSES 
CANADIAN LIFE MEN 


(CONTINUED FROM PAGE 3) 
international popularity and interna 
tional renutation, an international fame 
that shall always live in the history of 
civilized people 

Reward a Small Percent 


“Let us consider the ones who suc 
ceeded in amassing great fortunes 
lames T. Hill, who nerhans left forty or 
fifty millions of dollars as a compensa 
tion for the great work he had done, has 


been said by ome to have been over 
naid Particularly true is this of those 
socialistic tendencies Henry Ford 


reputed to be a billionaire. has been ac 
cused of an avarice bevond the compre 
hension of the average mind John D 
Rockerfeller. Thomas A. Edivon. and 
many other founders and leaders of our 
vreat industries are accused of having 
heen immensely overpaid for the efforts 
they have put forth Let us analyze 
this 
Comments on James J. Hill 


“Tames |. Hill gave to America the 
ivailabilitv. the aeccessibilitv, the mart 
kets, the inter-communication and. the 
inter-exchanwe of the states through 


which his railroads pass He had made 
it possible for hundreds of thousands ot 
farmer to receive supplies at a opriec 


and in a period of time impossible with 
ont transportation such as he did pre 
viele Ile made it possible for the econ 
omic value of all of these millions 

vcres of land to double. treble. quad 
ruple, and multiply manw fold Hle pave 
to the world the wheat flelds of the Da 


kota id Minnesota, therefore, a larec 
nart of the bread fults He wave th 
penect counts iter-commmuniecation 
vith the world, the larger cities, the ed 
ucational centers, and exacted as his toll 
perhaps le than one-thousandth part ot 


(CONTINE ED ON PAGE 2s) 
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reaching the goal but I have always 
found that we can gain many sugges- 
tions of value from the other man’s 
methods and I have found these con- 
ventions very valuable in that respect. 
I have heard that written or second 
hand proposals of marriage are not con- 
sidered good form or efficient and the 
words “speak for yourself, John” can 
be made use of in our consideration of 
written proposals for life insurance. 


Written Proposal Secondary 


The point I want to make is that I 
consider the written proposal a dis- 
tinctly secondary part of the presenta- 
tion and that we should not depend on 
it, rather than our own efforts during 
the interview to make the sale. We 
must put the sale over during the inter- 
view and not hope that if we leave the 
written proposal with the prospect it 
will put over the business for us. 

It is very easy, following the course 
of least resistance, to spend a great deal 
of valuable soliciting time in getting up 
very elaborate and detailed written pro- 
posals, with several sheets of figures 
and explanations and several colors of 
ink, all nicely done up in a blue paper 
binder, and then hope that this propo- 
sition will make our sales for us. 


Helps Fix Points 


It is my idea that the main value of 
getting up such a proposition is the 
part it plays in fixing the various fea- 
tures and details of the proposition you 
want to get across in our own minds. | 
think we would very often be better off 
to take such a document and throw it 
in our own waste paper basket rather 
than give it to the prospect and let him 
throw it in his waste paper basket, for 
such a proposal has many points of 
danger. 

Study What Not to De 

Selling, in a big way, nowadays, is 
not nearly so much a matter of how to 
do it as how not to do it. Most of the 
so-called brand new selling tricks have 
been discussed and played long ago; 
methods of approach, selling patter, the 
use of psychology, all the so-called rules 
of selling have gotten as tar as corre- 
spondence school courses, and_ that 


means they are well developed and have 


become part of the equipment of every 


first-class salesman and some not so 
first class. It seems to me the more 
important things to suggest are the 


things the salesman should not do 
The modern business man does not 
spend as many hours at his desk as did 
his predecessor. The hours he spends 
at his desk are crowded hours. High 
pressure selling methods in many lines 
deluge him with letters, claborate 
printed matter, and voluble salesmen 
What such a man wants is to deal with 
someone in whom he has confidence and 
then depend on that man for the details 
He wants to be shown the value of a 
new idea in connection with a familiar 
subject plainly, forcefully and quickly, 
particularly quickly. Often when | look 
back over some of the sales I have 
made I am surprised at how little detail 
| have presented. I have one case in 
mind where I never mentioned rates or 


While many of us may think we sell 
life insurance, about nine-tenths of our 
work has been done before we ever see 
our prospect. Many of the older men 
in this audience can tell some great sto 
ries about the difference between selling 
lifé insurance today and 30 years ago. 
Due to the almost universal carrying of 
life insurance, the great publicity the 
business has had and is constantly get- 
ting, most people are pretty thoroughly 
sold on the proposition. Our main en- 
emy is still procrastination and we must 
be careful not to give our prospect pro- 
crastination helps. When we 
elaborate, detailed, written proposal with 
our prospect he is very apt to say. 
“Well, I have your proposition and | 
will think it over!” Then we have prob 


leave an 


ably lost control of the situation and 
have a very hard time to get back in 
the saddle. 

No matter how plain we think we 


have made a written proposal it is al 
most impossible to make it so plain that 
every point gets across to the prospect 
There are almost sure to be some points 
that will raise doubts in his mind and 
aid him in delaying action. We will not 
be with him when he goes over the pri 
posal, if he goes over it at all, and, 
therefore, we are not in a position t 
defend and explain our suggestions 


May Help Competitor 

Another danger of written proposals 
is that in competitive cases we may give 
the other fellow something to shoot at 
No matter what ovr suggestion may be, 
if it contains considerable detail, a com 
petitor can find something to criticize 
Particularly dangerous is the elaborate 
dividend illustration, showing several 
dividend options. This is dangerous 
two ways. In the first place the various 
options confuse the prospect and in try 
ing to make up his mind which option 
he wants he will probably delay closing 
I believe the most valuable use of a 
written proposal is tts use in a 
view. 

For this purpose it 
the high lights of the proposition. It 
serves the purpose of something graphic 
to attract the prospect's attention 1 


should show only 


ana 


as a means of getting our proposition 
into his mind through two channels 
that of sight and hearing, rather thar 
hearing alone. In going over such a 


proposal with a prospect we can guide 


his thoughts, explain away any doubts 
that might arise in his mind, and keep 
control of the situation 
Will Elicit Questions 

Another valuable feature of such a 
written proposal is that it will make the 
prospect ask questions Ll beheve 
leaving something to his imagination m 
order to make him ask questions, and 


find it is easier to get points across in 
this way than to elaborate on them 1 
great detail in the written proposal. A 
proposal I frequently use is as tollows 
Age 56—Expectation of hte—t7 years 
$100,000 Ordinary Lite 
Premium $5,970 
Average dividend, about 1,375 
Average outlay ........+..84,595 
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| TELLS VALUE OF BOTH KNOWLEDGE 
= AND WISDOM TO INSURANCE SALESMEN | 


<_<! 


man who, at the slightest provocation, 
raises his voice and vents his displeas- 
ure on those about him. Gentleness is 


ECHEL RIGSBY, of San Fran- 
Ve cisco, delivered the following ad- 


dress before members of the 


northern California agency of the John | not synonymous with weakness. Rather 
Hancock Mutual Life: | it implies bravery. W hen things go 
wrong, how much easier it is to give 


Pythagoras, centuries ago, aptly de- 


fined wisdom as the distilled essence of Way to wrath and a harsh retort, than 
knowledge and learning. He taught his | © deal gently. How brave to be gentle 
with one’s enemy, when one longs to 


pupils that a man might possess unlim- 


ited knowledge and yet not have gained Not only does gentle- 


shout and swear. 


wisdom in its true sense. He used the | ¢SS apply to words, but to acts and 
simile of the chemist who placed learn- | thoughts. This is the os. a de 
ing and knowledge in his pot and boiled meaning of gentleness. he man w rane 
them down. The essence gained after thoughts and feelings -— oe. — 
boiling and reboiling, over and over ally acts and —, with ge geet 
again, was wisdom. ness to those about um. A man 7. 
So in the world today, we gain this be aggressive and forceful, and yet be 
most desired of all gifts through con- gentle. Steet Mave Visten 
stant boiling down, as it were, of read- ; 
ing and listening, and by business con- The man of wisdom today has a 
tacts with the world at large. It is} vision. Without it he cannot succeed. 
undeniably true that wisdom, more than | The vision is part of his wisdom. Faith 


desire and determination, 


within | in his vision, 
factors of his success. He 


lies absolutely 
these are the 


other gift, 
No matter what his | 


any 
man himself. 


the 


environment, it rests with himself as | shuts his eyes, sees what he might do, 
to what amount of wisdom he gains | realizes what a few others would do, 
from those about him. He may read | and then and there resolves to go and 
the classics over and over again, and | do. He will succeed if he holds fast. 
while he will absorb a vast store of | The man who has a _ vision, gained 
knowledge and be learned, yet he may | through wisdom and experience, if he 
gain absolutely no wisdom. A man’s | keeps his vision before him, and deals 
knowledge of his particular line of ; gently, is bound to succeed as a sales- 
business may be astounding. He may | man. 
quote statistics and figures at great There are three requirements: The 
length and yet be utterly without wis- | salesman must see the proposition in 
dom. Colleges and universities are | terms of profit and loss; he must possess 
seats of knowledge and learning. They | tact, which can be cultivated by con- 
turn out thousands of graduates each | stant study; straight thinking and by 
year, but they cannot impart wisdom to | observing the idiosyncracies of those 
their many pupils. about him; he must have a thorough 
Gentleness is an attribute of wisdom. and complete acquaintance with the 
The man who deals with gentleness in. proposition. This means that he must 


know the financial standing of 
but must make a complete 
study of policy contracts. 


not only 
his company, 
and intensive 


his business association, in an age when 
wrangling and shouting are common, ts 
indeed wise and will go farther than the 
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Double the Business 


with less than 
A Quarter of the Salesmen 


HAT in a nutshell has been ac- 
complished in our sales organiza- 
tion within a ten-year period. Some 
of the things that are contributing to 
this progress are: 
















Careful Selection 
Required Training Scientific Supervision 
and 
Direct-by mail Advertising 


which is showing apparent effects from 





National Advertising 


PHOENIX MUTUAL 
LIFE INSURANCE COMPANY 
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He ma 
Geonsk and through, 


‘ know the policy which he sells 
and yet not know 


the true meaning of the various pro- 
visions. 
Life Agent Must Study 
Mark Twain humorously stated that 


a life insurance policy contained enough 
provisions to keep a family for a week. 
The salesman starting out to study the 
various policies will heartily amree with 
him. There is enough food for thought 
in the various legal interpretations of 
life insurance policies to keep, not only 
the beginner, but the experienced sales- 
man constantly studying. He must also 
acquaint himself with the actuarial 
methods of American life insurance com- 
panies. It is not essential in most 
cases to familiarize the prospect with 
life insurance statistics and fundamen- 
tals, but it is absolutely necessary for 
the salesman to know these points so 
that if the occasion arises he will be 
prepared to demonstrate his ability in 
answering all questions in whatever 
form they may be put. 


Detroit Life Changes 


N. Milette has been placed in 
charge of the general agency of the 
Detroit Life at Algonac. Mr. Milette 
has a well known reputation among life 
insurance men in Michigan, having 
maintained a position of leadership in 
his community for years. 





Fred 


Otto W. Gutwillig, manager of the 
branch of the Continental Bank in the 
Detroit Life home office building, has 


entered the life insurance business as a 
producer for the Detroit Life. 

Verne L. McClish will engage in gen- 
eral agency work at Jackson with Mr. 
Bovay, under the firm name of Bovay 
& McClish. Mr. McClish has been en- 
gaged in bank work in Jackson for a 
number of years and is well acquainted 
there. 

Herbert A. Thomson has taken a po- 
sition as an agency supervisor for west- 
ern Michigan, with headquarters at the 
Grand Rapids office. He will work in 
association with L. C. Reul, the Grand 
Rapids manager. Mr. Thomson is a 
thoroughly capable and efficient life in- 
surance organizer, 
be successful in building up the western 
part of the state where the Detroit Life 
has opportunities for growth and devel- 
opment. 


DARBY DAY ADDRESSES 
CANADIAN LIFE MEN 


(CONTINUED FROM PAGE 26) 


one percent of the actual or potential 
wealth that he created. 


What Henry Ford Has Done 


“Henry Ford gave to the man of mod- 
ern circumstances an automobile. It is 
said that 11,000,000 of these cars are now 
on the streets and roads of the country 
In addition to that he has furnished em- 
ployment to many thousands of men. 
He has rehabilitated a railroad that was 
a failure; he has given the farmer a 
tractor within reach of his purse; and 
even though he has been compensated 
with a billion of dollars, he too has ex- 
acted but small compensation for the 
economic value he has been to the coun- 
try and has kept but an infinitesimal 
part of the wealth that he has created. 
This can be said to be true of all the 
great masters of industry, abroad and 
at home, and he who decries the amas- 
sing of a fortune through the channel of 
upbuilding of industrial and economical 
values for the benefit of the people at 
large is certainly to be pitied. 


Founders Poerly Paid 


“And now, let us get down to our own 
business. With almost no exception, 
the men who founded the great com- 
panies that you and I represent did not 
live to receive either great glory or 
great compensation to which they were 
entitled, and those of us who are carry- 
ing on today, some with more, and 
others with less success, should bear in 
mind how really simple our task is. 


| Where and in what line is there greater 
| opportunity? 


Our field is the world, our 


and will undoubtedly | 
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clients everybody; the need for use and 
our wares unbounded and universal; the 
law of supply and demand cannot meet. 
for however great the demand, the 
supply shall ever be greater; however 
great the need, there can never be a 
shortage—our crop is always abundant; 
the price is always standard; our goods 
are always worth the money. A policy 
sold today cannot be duplicated a year 
later at the same price on the same life. 
Procrastination is our only opponent: 
our competitors are our colaborers; our 
product is complete when it is handed 
to us ready for delivery; there is no 
necessity for bartering, tor dickering, 
for calculating, for figuring, for discrim- 
ination. A man who buys a life insur- 
ance policy of a given character, of a 
given type, from a given company, at a 
given time, and a given age, buys identi- 
cally that which is offered to and sold 
to every other man of similar age who 
applies for a policy of similar type. A 


salesman, even though disposed to be 
dishonest, cannot be so with his client 
if the client signs on the dotted line 


and takes what he gets from the com- 


pany. 
Companies Give Help 


“The companies supply their agents 
with sales literature, with data and in- 
formation, with rates and calculations; 
they provide means of completing a 
transaction; they have departments of 
conservation for keeping the business 
for them; they keep their books; attend 
to their records, and keep everlastingly 
behind them, urging them always on- 
ward, forward to greater success. Truly 
the simplicity of success applies to life 
insurance as it can apply to no other 
business. It would indeed be difficult 
to explain why and how so many men 
do fail in this work of ours when all on 
God's green foot-stool that is required 
of anyone is sincerity, honesty, energy, 
aggressiveness, faith and a desire to do 
for his fellow man and their dependents 
a good turn. 


Greatness of Life Insurance 


“The 


its infancy. 


life insurance business is but in 
Considerably less than 100 
years of age, over half of its develop- 
ment having occurred in the last 20 
years, it has perhaps taken first place 
in the economic values of the world, for, 
if all of the outstanding insurance of the 
companies represented here today were 
to be added up, it would be found 
to be a sum larger than the _ na- 
tional debt or even the national re- 
sources of any nation in the world. It 
would be found to be several times the 
combined capital of all of the banks of 
North America; it would be found to 
be more than the money invested in 
railroads of Canada and the United 
States put together; it would be found 


to be many times the combined assets 
of all of the life insurance companies 
themselves, which shows the abiding 


faith of the peoples of our great coun- 
tries, who accept the scientific certainty 
that as this great amount of insurance 


severally matures and falls due, that 
each and every claim will be met. 
“It is the one outstanding business 


that knows no failures. If a company 
cannot and does not prosper, as has been 
the case in some instances, its business 
is promptly reinsured by one of the 
stronger companies and the interest of 
the policyholder conserved. 


Reward in Service 


“There are but few of the many in 
our business who die rich! there are 
still fewer, perhaps, who grow rich and 
retire, and yet, the lowliest and the 
poorest of us will have done when his 
work is finished, more than almost any 
man in any other walk of life compar- 
able to his own, for he will have created 
estates in great number; estates for the 
poor; estates for the moderately well-do- 
do; estates to supplant fortunes lost; 
sinking funds to meet the requirements 
of educating the orphan child, of cloth- 
ing and feeding the widowed woman, of 
housing and caring for the aged mother, 
and of providing an income for the in- 
digent and the imbecile, incomes that 
are beyond touch incomes that are safe 
and unalienable and free from attack.” 
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The Priceless Ingredient 


This story is told of the “Priceless Ingredient.” 
“In the city of Bagdad lived Hakeem, the Wise One, and 
many people went to him for counsel, which he gave freely 
to all, asking nothing in return. 
“There came to him a young man, who had spent much but 
got little, and said: ‘Tell me, Wise One, what shall I do to re- 
ceive the most for that which I spend?’ 
“Hakeem answered, ‘A thing that. is bought or sold has no 
value unless it contain that which cannot be bought or sold. 
Look for the Priceless Ingredient.’ 
“‘But, what is this Priceless Ingredient?’ asked the young 
man. 
“Spoke then the Wise One, ‘My son, the Priceless Ingredient 
of every product in the market-place is the Honor and In- 
tegrity of him who makes it. Consider his name before you 
uy. 
The institution which one represents must, of necessity, have its in- 
fluence upon the means and measure of a man’s success. 
Our desire is to preserve the highest ethics of the business world in 
general and of our own in particular and to build in to our organiza- 
tion only men and principles that will insure and preserve integrity 
in all of the Company’s relationships. 


The Ohio National Life 


Insurance Company 


T. W. APPLEBY, President 
W. F. MACALLISTER, Agency Manager 








LOUISIANA STATE LIFE 


INSURANCE COMPANY 
Home Office, Shreveport, La. 


TEXAS 
J. C. EVERETT, Manager 
317 Wilson Building Dallas, Texas 
ARKANSAS 


J. E. LEEPER, State Manager 
P. O. Box 1077 Little Roek, Arkansas 


ian etealll 


We may have just what yeu are leoking 
for. Why not get in teueh with us? 
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An Anchor to 
Windward 


Every man at some time during his progress, 
runs into storms. He may not be at fault. 
The storms may be brought on by conditions 
entirely beyond his control; but they are 
there nevertheless, and he has a rough time 
of it. 


It is then he is mighty glad of an anchor to 
drop to windward, so that he can ride out 
the blow, shipshape and top side up. It is 
under such conditions that the value of a 
Central Life connection is brought out even 
New Home Office Building more forcibly than it is during smooth sail- 


720 N. Michigan Ave. x 
Chicago Ing. 











The company’s safe, time proven manage- 
Agency, Openings in ment of genera! affairs keeps it on an even 
keel in all weather. Its highly developed 
moral sense and personal interest in its 
representatives keeps them close to the 
company in a happy, uniformly prosperous 
relationship. — 
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The Central Life Insurance Company of Illinois 


720 North Michigan Avenue 
CHICAGO, ILLINOIS 





